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REASONS WHY... 


FLAME-TIGHT CONTACT CHAMBER 


Exclusive safety chamber prevents explosions 
even when serviced with current on! 
APPLETON Series Vented Explosion 
proof Vixtures offer the positive protection re 


quired for hazardous areas 


fixture 1% 


FULL-CIRCLE VENTING 


Porous metal interior and specially de 
signed hood dissipate heat evenly and 
safely keep fixture temperature down 
provide longer lamp life 


INTERCHANGEABLE’ UNILET BODY 


Standardized diameters at top of Dome 
Unit Assembly permit interchange with 
AA-51 fixtures of varying wattages 


we 


Explosion-Proof Fixtures 


BETTER: 


Mud 
conversion to different wattages 
or relamping in juste 58 She 
ONDS{ with no loss of 
man-hours of lengthy shut- 
Send for complete 
information today! 


downs 


APPLETON INTERCHANGEABLE 


UNILET BODY FEATURE 


Series AA-51 
are ready at an instant’s no- 


tice 


handies attached 


Note how identical diameters “A” on Dome 
Assemblies allow quick interchange of fixtures 
with different wattages 


Rely on APPLETON... 


AMPING 


Only @ screw driver is needed 

to change units and OWLY 


58 SECONDS to climb ladder, 
change unit and descend! 


stand-by units 


for relamping with 


in advance. 


Photo Courtesy 
Ou and Gas Journal 


Cleaning fixtures, changing 
burned out lamps can safely 
be attended to at bench... 

preventing costly shut-downs 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue Chicago’ 13, Illinois 


Also Manufacturers of 


Automatic 


~ 


Moatieebie tron 
Undet iftings 


Industrial 


the 


ST Series 


Commer tors 


standard for better wiring 


: 
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Borers 


no other fuses protect 
exactly the same way as 


gives the same 


PROTECTION 
ASA 


N° MATTER what other devices 
are used to quard your motors 
or branch circuits, they do not 


take the place of fuses 


Furthermore, in order to get the 


fullest, surest, best protection, it 
is advisable to use ECON Dual- 
Element Fuses. Because they have 
the exclusive Econ-Alloy thermo- 


element that insures the Double 


Protection which reduces down- 
time and its consequent loss to 


men and management! 


| ECONS give time-controlled pro- 


tection against unnecessary 


blowouts from temporary and 


harmless overloads a frequent 


cause of shut-downs 


2 ECONS give instantaneous pro- 


tection against short circuits... 


operate at low temperature 


prevent overheated circuits. 


ECONOMY FUSE & MFG. CO., 2717 Greenview Ave., Chicago 14, Ill. 
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4 ft | 
Only Econ Fuses have the Econ-Alloy t! ) 
element which has the property of changing } ; $3 
from a J to a liquid, wit tg jt ie 
plastic state. This makes t faster 
q and more accurate protect 1g t harmis : 
Uve au 3 j 
Available at leading electr j ; 
wholesalers in knife and ferrule type . ae 
to 600 Arn 250 to 600 V 
Write us for new N Catalog 
or tor Cor ete Line Fuse Folder 
4 
electrical wholesalers 
fuses for every purpos, 
1 
pe 


Briegel, the Original 
Indenter Fittings are 


neater in appearance, 


INDENTER TYPE 


FITTINGS 
FOR E.M.T. 
Concrete-tight 


Insulated 
Connector 


casier and faster to USC. | 


Installation is simple 
and less expensive. 
Two quick squeezes 
sets them forever. 
Try B-M Indenter 
Fittings and get more 


profits from each job. 


All indenter 

Fittings ore UL Approved 

as concrete-tight and for general 
use (File Card £10863) Also comply 
With Federal Specifications W-F-406. 


Red Throat 


Cross section 


GALVA 


Cities for Immediate Delivery! 
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FOR E.M.T. Rain-tight 


BRIEGEL METHOD TOOL CO. 


GALVA ILLINOIS 
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LETTERS TO THE 


EDITOR 


Type TW for Type R? 


Dear Sir 
Reference is made to your Whole 
sale Price Index for 62 electrical prod 
ucts. Item No. 2 gives a comparison 
as follows: building wire, type R, unit 
M feet 
1 am sure this comparison would 
be much more valuable to the elec 
trical wholesaler if you substituted 
type TW wire, which is used at least 
in this area—on a basis of 100 to | 
of type R 
InA M. Breck 


VICE PRESIDENT 
THE CENTRAL ELECTRIC SUPPLY CO 


DENVER, COLO 


© What about it, readers do you sell 
more type TW than type R in your 
territory, too’ If you tell us that's 
so, we'll pass the word along to the 
Bureau of Labor Statistics of the U.S 
De partment of Labor which is the 
source for our Wholesale Price Index 
We are simply publishing the price 
relatives for the electrical products the 
bureau covers, and type 1W huilding 


wire is not included 


The Right Number 
Dear Sir 

| read with a great deal of interest 
How To Sell Better Over the Tele 
phone” on page 63 of the May 1956 
issue Of ELECTRICAL WHOLESALING 

| would like very much to purchase 
about 35 copies of this article to use 


in our Organization 
M. 


VICE PRESIDENT IN CHARGE OF SALES 
TRISTATE ELECTRICAL SUPPLY CO., INE 


BALTIMORE, MD 


© The requested reprints are on the 
way to Tristate along with many other 
shipments to interested readers. How 
about you? Can we answer your re 
quest at 10é¢ a reprint? Write: Editor 
FLeECTRICAL WHOLESALING, 330 W. 42 


Still Pouring In 


Dear Siu 

I wish to compliment you on your 
fine magazine, which we look forward 
to every month 

I was interested in your April issue 
particularly the article 46H) =Selling 
Ideas You Can Use 

I would appreciate your forwarding 
the following tear sheets for our sales 
men s use 


How a Top Salesman Organizes 


EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor, ELEC- 
TRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 


His Work” (EL W-Mar. ‘53. p. 62) 

How to make a Lighting Sales 
Presentation” (EW-May, ‘53, p. 101) 

How Salesmen Rate Sources of 
Leads” (-W-June, ‘54, p. 42) 

So You Want To Sell Me’ (7 
Nov 54 

Selling Fans Is My Professional 
Hobby” ‘55, p. 41) 

He Rides the Rural Circun” (2H 
May, ‘55, p 

IVAN K. BERGMAN 


LORAIN, 


Our faces are getting redder by the 
minute as requests for Selling 
Ideas continue to pour in Reader 
will get four of the six tear-sheets he 
requested Were all out of the rest 
If the response continues, may 
make up a package reprint for sale at 


a later date 


Quick Encore 
Dear Su 


Thank you for your promptness in 
sending out the 25 copies of Technical 
Notes on Electrical Equipment which 
was reprinted from Ihe Salesman 
Technical Notes seri im 
WHOLESALING, as requested my 
letter of April 19th 

| would now appreciate it very 
much if ou would send u im addi 
tional six copies 


DISTRIC 


MA 


NAGER 
CANADIAN Wl PING Hot st co 

MONTREAL, CANADA 


@ Six « opies are on the wa lo 
reader Smith lo date we have re 
ceived requests for 109 “Technical 
Notes On Electrical Lquipment 
made up of the first 24 installments of 

The Salesman’ Technical Noles 
Interested’? This hooklet is available at 
00 per copys lo order out write 
10 Dept, 270-012, 


SALING 170 47nd St Ver York 
) 


COMING—How one distribu- 
tor is using an efficiency troubleshooter 
fo reduce warehousing costs, speed 
paperwork, etc. in EW's August 
issue. 
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SQUARE [) COMPANY 
| 
eqguipMeENT 
July, 1956 
memo 
4 
TO OUR DISTRIBUTORS i 
| 
tT During my recent field trips, I have become aware of 4 T 
relatively new problem of considerable magnitude - There is 
a a growing tendency to separate much of the air-conditioning — 
” electrical equipment from the electrical portion of a job nom 
= specification: Letting this equipment become 4 part of the ete 
a mechanical specification doesn't help the electrical industry © aon 
m _for several reasons: 
+ 
1. The electrical engineer no longer has full responsibility 4 
a for the work and inferior equipment may be purchased. q 
sa 2. The electrical contractor probably will not buy and a 
install the equipment since he quotes only the electrical i 
portion of the job. | 
—~— 3. The electrical distributor (you) might not get the oi 
pusiness because the mechanical contractor purchases his +++ 4 
i requirements from an air-conditioning equipment supplier TI 
dtd or 4 wholesaler of mechanical equipment. That group ° TT 
wholesalers then suddenly becomes 4 significant factor in +44 
the electrical industry — your market. 
Tt 4. The customer loses. He expects topnotch electrical ae 
installation but the pusiness channels are such that the Bis 
electrical specialists able to give him such 4 job are —- 
by-passed. 
These hot summer days have emphasized this drifting away of an q 
important market for our products. Let's recapture it. One % 
starting point is to discuss the problem with the architects ] 
. and engineers in your area Make certain the electrical $ 
4 equipment responsibility is placed where it belongs: Better 
a installations will result Everyone will be ahead. tT 
Yours very truly, 
SQUARE D COMPANY 
w. J. Moriarty j 
Distributor Relations specialist 
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How Loeffler Elec.'s six salesmen are beating today’s ‘profitless prosperity 


Selling the Air Force—Locally 42 


It takes lots of know-how, but Dayton's Becker Co. is doing it—profitably 
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Two distributors are sold on their effectiveness as lighting specialists 
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2-SCREW 


SERVICE 
ENTRANCE 
ELBOW 


Prduct Detac: 


Fitting embodies a certified malle- 
able iron body, with a water proof 
gasket and 2-screw steel cap. 


Threads are cleanly tapped and 
molded smoothly to eliminate 
rough edges. 


Thoroughly cadmium plated for 
protection against corrosion. 


Fitting hubs are threaded to fit 


these sizes of rigid conduit: 12”, 


@ Here is another Midwest development 
in providing quality fittings. “Quality” 
is just a condensed way of saying 
“Getting the total job done—right—with 
the most inexpensive combination of ma 
terial and man hours.” Engineering and 
producing quality fittings to meet the 
highest standards of electrical wiring 
installations, is our objective at Midwest. 


wie 


NEW PRODUCTS 


Transformers 

Acme Electric Corp., Cuba, N. Y. 
Series of control transformers 
to meet nominal performance require 
ments under off-standard or low-volt- 
age conditions. According to the manu- 


is said 


facturer, this series was designed with 
five primary taps and four secondary 
taps to provide a selection of connec 
tions for off-standard voltage supply 
applications. Off-standard voltage is a 
common problem facing maintenance 
men throughout the country, according 


to the manufacturer 


Service Station Fixture 
Guardian Light Co., Oak Park, Il. 


Royal-T” lighting fixture is for service 
stations. The unit was designed to pet 
mit maximum passage of the light gen 
erated by the new RS lamps. Supple- 
menting the new enclosure design of 
the fixture, is a new pole adapter which 
can be adjusted between pole centers 
The adapter slides in the base of the 
rigid extruded aluminum channel con 


structed with welded cross braces 


Wiring Device 

Mulberry Metal Products, Inc., 280 
Badger Ave., Newark, N. J. 
Outdoor wiring device is a completely 
According to the man 
ufacturer, it take standard 
2-wire or 3-wire grounded type duplex 
receptacle. Plate is made of brass with 
baked aluminum finish-locking cap 
with rubber to keep out the weather 


assembled plate 


will any 


Switch 
The Wadsworth Electric Mfg. Co., 
Inc., Covington, Ky. 
This device was designed to adequately 
by means of the 
manufacturer's “Renu-Fuse” 
pullcover construction, the following 
appli 
12 plug 


protect and control 
fusible 
heaters, ranges lights 
ances. In addition it has 8 or 
fuses (single fused) circuits for lights, 
The feature is 
heater pull 


water 


important 
Renu 


own 


ipplianc es 
that 


covel 


water Fuse” 


assembly has its separate 


compartment with a removable end 


partition, and separate sealable dead 


front. The water heater unit 
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may he 


fed by the general service meter or it 


may be metered separately. It is a 3 
pole-solid volts 120-240-ac 
60 ampere pullcovers for the range 
and lighting unit controls and 30 am 
pere pullcovers for the water heater 


neutral, 


and dryer or 60 ampere where speci 
fied 


Switch 


Furnas Electric Co., Batavia, Il. 


Rotating limit switch has heavy duty 
pilot ratings to 480 volts. The switch 
incorporates two single pole, double 
throw, snap action contact assemblies 
Other features: general purpose cast 
aluminum housing with removable 
cover plate on each side of switch to 
provide wiring accessibility; “Oil-Lite” 
bearings on the input shaft plus heavy 
duty worm and cam gears; adjustments 
for cams and snap switches. The switch 
is used to limit the travel of electrically 
operated doors, conveyors, hoists and 


similar mechanisms 


Tape 
Minnesota Mining and Manufactur- 
ing Co., St. Paul, Minn. 


Epoxy resins are now available in a 
convenient new tape form as electrical 
insulation. line of “Scotchcast” 
brand resin tapes are claimed to have 
excellent handling feeling 
smooth and plastic at room tempera 


properties, 


tures. The tapes were designed to meet 
Class B electrical insulation perform 


ance requirements 


Mobile-Fan 
Frigid, Inc., Brooklyn 32, N. Y. 


Push-button “Port-Mobile” fan ts for 
every purpose. The fan moves about 
on 5-in mar-proof rubber wheels. Au 
tomatic thermostatic control. Adjust 
able in height from 20-in to 40-1n 
Three quiet speeds—1,000, 800, 600 
rpm. Fan can be turned around for 
exhaust or intake. Polished aluminum 


(four) blades, rubber mounted for quiet 
eliminate vibration 


180 


operation and to 
be tilted to 


adjustment 


Can by simple knob 


Fuse Cutout 

Hubbard and Co., Pittsburgh, Pa. 
uses a fiber 
Ihe new 
drop out and 


Heavy duty fuse cutout 


glass reinforced fuse tube 
cutout 1s an open type 
includes design features recommended 
of utility distribu 
lion engineers, according to the 


Another 


in a survey clectri 


manu 


facturer feature 1s a looped 


lower recoil absorber, said to minimize 
the mechanical stress to all parts. A 
sleet hood as well as complete bird 


proofing will be included as standard 
equipment 


Wireways 
Keystone Manufacturing Co., Cen- 
ter Line, Mich. 


A complete engineering and custom 
manufacturing service on special sizes 
of flangeless screwcover wireways and 
fittings —to assure 


necessary auxiliary 


maximum flexibility in meeting wiring 
layout requirements—is now available 
All special wireways and fittings are 
manufactured to specifications in any 
gauge of steel and to any size required 
without 


Custom tlems are 


knockouts but special conduit drillings 


supplied 


in be 


individual requirements 


for 
furnished, when desired, at a nominal 


extra charge 


Floodlight 


Steber Manufacturing Co., Broad- 
view, Hl. 


Aluminum enclosed floodlight-—series 
1700—is for 750-1,000 watt lamps 
This series includes the versatile 


mountings for crossarm, poletop pipe 
and wall installations plus a new fitting 
for parapet mounting. Fach unit ts 
equipped with thermal shock and im 


pact resistant lens and aluminum lens 


ring. Built-on wrench and watertight 
connector are also standard equip 
ment. Beam spread is 96° and beam 
lumens 11350 using PS-52 1,000 watt 


lamp 


Clamp 


A. B. Chance Co., Centralia, Mo. 


Parallel groove clamp design for 
making Huminum-to-copper slum 

num-to-aluminum opper-to-alumi 
num ind opper-to-copper conne 

hions——1is protected with a heavy forti 
hed iimium-coating that wards off 
oxidation and orrosion between un 
like metal I hv iting over the unit 
i id to eliminate the possibility of a 
lineman accidentally putt ne th con 
nector on wrong when making bi 
metal connection Available in three 
174 the rh OO clamps feature 

interlocking contacts for both main 


line and lay 
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Sell Blackhawk 


ease of installation 
am. 


Sell more than just a Service 
Entrance Mast. . . sell ease of 
installation . . . sell a savings on 
the job of time and money .. . see 
the Blackhawk Service Entrance 
Mast. Blackhawk . . . with Slip- 
Fitter service entrance head that 
slips over the conduit . . . needs 

no threads .. . no extra clamping 
devices . . . no special installation 
tools. It simply slips over the 
conduit and tightening the two 
set screws holds the head securely 
in place. Blackhawk... with new 
combination 2” and 242” slip 

fit unit with 144” service 

entrance cap. 


Galvanized 


Root Flashing : The Blackhawk Service Entrance 
é ' ‘ : Mast can be sold as a complete 
Insulator kit or as separate fittings! But 


remember to sell your customers 
oa ease of installation... an on the 
4 job savings in time and money . . 


Slip-Fitter 
Service a complete, weathertight 
Offset Reducer . 
Mounting Blackhawk Service 


Brackets 
Entrance Mast. 


BLACKHAWK INDUSTRIES 


d ndustries DUBUQUE, IOWA 
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TOP OF THE NEWS .. . and its significance to you 


Atomic Electric 
Generating Plant 


Business Activity 
—The Soft Spots 


Third-Quarter Up 
Employment High 


National Electrical Week 


July, 


Construction Rise 


Getting Hotter 


Contractors And 
Electric Heating 


We Have It Right 
This Time! 
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The first contract whereby federal funds will be used to help a private 


company build and operate an atomic electric generating plant was signed 


last month. The agreement is between the Atomic Energy Commission 
and the Yankee Atomic Electric Corp. The atom plant will be constructed 
in Rowe, Mass. It is designed to generate 134,000 kilowatts of electricity 
and is expected to be completed in 1960. Yankee Atomic is made up of 
New England utilities representing all six New England states 


level of business activity is still very high but the so-called soft 


The 


spots—autos, housing, home apphances—worry some, but not all, ex 


perts. The output and sales of autos are sliding (as compared to 1955) 
but this still should be the industry's third best year on record! Housing 
starts this year will probably be under 1955, but the average cost of the 
The money difference will, therefore, not be as 


new houses are higher 


great. Concerning home appliances, consumers just don't seem to be 


buying right now 


Business spending for plant and equipment should be stepped up in the 
Sinclair Weeks. He re 
ported that companies plan to step up such expenditures to a yearly pace 
ot $36.7 billion tn the third quarter. That would be over a billion dollars 


more than for the second quarter, which ended June 0th. This capital 
housing and 


third quarter, says the Secretary of Commer 


spending is expected to offset declines in the automobilk 


applianc e industries 


Employment reached the 65 million level in mid-May, this despite lay- 
offs in the automobile industry This ws exceeded by the record of 65.5 
million persons gainfully employed in August, 1955, and is the largest 


employment figure since last October 


February 10 through 16—-1957—has been designated as National Ele 


trical Week. This second annual event ts sponsored by all major industry 


segments. The “Week” will be observed during the birthday anniversary 
week of Thomas A. Edison. The first such “Week held last February 
had been criticized in some quarter is having sullered somewhat from 


the apparent lack of long range planning. Details about the second annual 


week are on page 94 


Construction outlays for May rose to $3.7 billion. This topped the April 
total by 9%. The 1956 total, as reported by the Commerce and Labor 
Departments, is $15.8 billion. Outlays for the first five months of last 
year were $15.6 billion. The expansion was in all types of construction 


house heating 


Nianulacturers have launched a drive for the lectri 
market. They believe that electricity will be as common as gas or oil 
for heating homes within the next decade. Industry sources estimate that 
total sales of the equipment were about $12 million in 1955, Forecasts 


indicate nearly a million completely electrically-heated homes in 1960 


and three million ten years from now. The supplementary electric heat 


ing market is also not to be discounted. Further details on page 80 


electri space heating installations over the past 


rroup of electrical contractors, A 


Have you mad ny 
year?” That was the question put to a 
answering showed that 44° id they had made such 
indicated 


surve of those 
installations. Eighty-seven per cent of thos inswering yes 
they bought the electric heating equipment from electrical wholesalers. 
Contractors’ mark-up, in quoting installed jobs, ranged from 10 to 100%! 
Most were 25% to 30% The upcoming August issue will deal in full 
electric 


with the heating story 


In June, lop Of The News ri ported on electrical living among the all 
electric Customer and the average electri ustomers. One important figure 
was incorrectly reported and passed along Here's the correct information, 
Today's all electri ustomer own sbout $45.400 worth of electrical 
appliance use shout 28,000 kilowatt hours of electric power per year 
pays about $560 per year for this power. The verage electric customer 
owns $1,300 worth of electric appliance is SS kilowatt hours of 
electric pow annually; and pays $72.73 per year for it 
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This slick, shiny new inte- 
rior in Kome*+EMT lets 
fish tapes slide through 
with an absolute minimum 
of resistance 


cae 


ADVERTISEMENT) 


New inside fini 


Here are three test runs of conduit, Rome* EMT (closest to you) and two leading competitors. 
Each ten-foot length of 4%” EMT has been formed into eight 90° bends 

As you can see, the 4%” fish tape was easily pushed through all eight bends in the Rome + EMT, 
in a matter of seconds. No amount of forcing would get the fish tape through either of the 
competitive brands. See the X-ray pictures at right above for details 
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makes easiest fish 


X-ray pictures 


At left are three identically formed 
runs of 44” EMT (Electrical Metallic 
Tubing). Each ten-foot length has 
eight 90° bends (a maximum of four 
is allowed by the National Electrical 
Code) as an exaggerated test. 

One of these runs is Rome Cable's 
new, easy-fishing EMT. The others 
are two leading competitors. 

The superiority of Rome+ EMT's 
new inside finish is demonstrated by 
running a standard 1%" fish tape as 
far as possible into each of the three 
EMT test samples. 

The pictures show the results of 
such a comparative test. The fish tape 
could be forced through only 4 bends 
in competitor A's EMT. In competi- 
tor B's EMT the fish tape stuck fast 
after rounding the sixth bend. But 
the tape went easily through all eight 
90° bends and out the far end, 
Rome+ EMT. 

Rome+* EMT's new inside finish 
the reason for this outstanding per- 
formance. Prove it for yourself—pick 
any competitive EMT, bend it identi- 
cally with a length of Rome+EMT 
and then try the fish tape test 

You'll find, just as we did, that 
Rome*EMT will win in this test of 
direct comparison. To see for yourself 
how good Rome+ EMT really is, con- 
tact your nearest Rome Cable Sales 
Office for a free test length—try the 
fish tape test—learn how Rome's new 


inside finish can save you time and 


money on installations. 


July, 1956—ELECTRICAL WHOLESALING 


The lower photo 


were taken by the Anstice 


and witnessed by Chester 
Uffelman, 


shows a Y%" fish tape 
being forced into competitor A's EMT 
Che X-ray picture you how 
the fish tape hung up on the fourth bend 


above shows 


indicating inferior inside finish 


prove Rome:-EMT superiority 


shows a %” fish 
tape being run into competitor B's EMT 
As you can see from the X-ray photo, it 
seventh be nd, again 


urface resistance 


He re, the lower picture 


wa topped at the 


indicating insice 


Rome + EMT isa stocked at these convenient distribution centers: 


Atiante, Ge Denver, Cole 


Chicage, I! Houston, Texas 
Texos Koneas City, Meo 


Terrance 


X-ray 


photographs 


Inc., Rochester, N.Y 


Notary Public 


Seon Froncioce Calif 


Seattle, Wash 


Les Angeles Colif 
fome NY 
Salt Lake City, Utah Paul, Minn 


Calif 


It Costs Less to Buy the Best 


ROME CABLE 


‘ 
ADVERTISEMENT 
= 
- |. 
‘ 
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375 000 Ul CHRISTMAS LAMPS WILL 
MOVE AT RETAIL THIS YEAR 
You'll get a bigger share with new G-E 5-lamp packs 


7 no need to test | 
—guaranteed 
to light 


2 


Boosts 
unit of sale 
to five bulbs 
— instead of a 7 | 
| large panel on 


showcase Design 
lets new brighter | 
G-E bulb colors 


XN sell for you 


y packages easy ¥ 
handle, easy 
to stock 


All G-E sizes now in 5-lamp pack 
C-6 series and C-7'/ multiple and 
OUTDOOR multiple 


AND NEW 1956 G-E DOORWAY PROGRAM CAN BOOST SALES 30%! 


The new General Electric Lighted Doorway Promotion All the facts are in the new G-E Christmas Lighting program 
will add $42,000,000 to the big Christmas lighting market book now going to wholesalers. Be sure to see it—and ase 

if you get dealers to take advantage of G-E network TV, it—to help you sell more General Electric Christmas Lamps 
national magazine advertising, $5,000 home decoration —for replacement and in string sets and lighted devices. 
contest and new full color in-store displays. Miniature Lamp Dept., General Electric, Cleveland 12, Ohio. 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 
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... We liked it so well 
= that we ordered another. 


Refrigerator Service Co 
Dunmore, Pa 


.. The handiest and most 
4 useful instrument I've got. 
\AA) It’s light, small and easy 

to carry around. 
Bailey's, Charleston, 8S. C 


Vig ... Best investment ever made. 
In the first six months, 
AY two jobs it helped me get 


paid for it. 
George Koff, Philadelphia, Pa 


Uy ... Very satisfactory. It is easy 
: to check motor current as 

» jaws will let Amprobe work 

‘ inside terminal box. 


Moore Electric Motor, 
Brady, Texas 


... Very handy can use it in 
small switches and 
eS without any shut-down time. 


Walter Baker Div. Gen'l Foods 
Dorchester, Mass 


Vi ... Far superior to any instrument 
4, 
Gas of any type performing 
aN same service it is a “must” ; 


item to electrician. 


Culy Refrigeration Service 
Ind 


Now you can offer your customers a 
full-line of Amprobe and Amprolx 


Junior snap-around volt-ammeter 


There’s one for every job, every 


budyet even Amprobe Junior mod 


el with ammeter ranges of 0-10 
to 0-100 sell at only $19.85 Three 


Amprot« mode! with ammeter 


capacities to 300, 600, or 1200 ell 


at $49.50, $59.50 and $67.50 reapec 
tively. Amprobe, the world’s fastest 
elling snap-around volt-ammeter, 


is sold only through the distributor 


Send today for the new Amprobe 
full-line catalog. Write to: Pyramid 
Lynbrook, N. Y 


Instrument Corp., 
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THE GENERAL ELECTRIC TSA-40 


NEW TIME LOW PRICE 


TSA-40, an entirely new heavy-duty general 
purpose time switch, has been designed by 
General Electric to meet your demands for more 
reliable on-off operation at a lower price 
MANY NEW FEATURES make the TSA-40 a 
superior time switch for all heavy-duty, on-off 
applications. Exclusive contact shearing action 
gives you reliability and long life; new case, 
latch and cover gasket give complete weather 
proofing; smaller size and more wiring space cut 
installation and maintenance costs; and extended 
operating temperature limits provide dependable 
service under a wide range of ambient conditions 


VERSATILE IN APPLICATION, the TSA 40 


Replacing Type T-27 
uses. The TSA-40 is fully suitable for both ia 
indoor and outdoor applications 
YOU GET EXTRA VERSATILITY when you an 
order a TSA-40 with either or both of these * oe 
optional features. The omitting device permits 7. ee : 
the TSA-40 to omit its operation on any day or is : 
days of the week. It can be added to a standard : i. 
switch that is already installed. The astronomic oe 
dial is a special time dial which follows the b3 
changing schedule of sunset and sunrise in a “oe 
particular locality. You save on cost of servicing dt 
because the need for regulating the time me. oY 
switch as the days grow longer or shorter is oS At 
eliminated. 


offers precise and reliable control of all types of 
street, sign, store window and floor lighting; 
capacitor switching; heating, air conditioning, 
and refrigeration; irrigation and pump control; 
and many other industrial and central station 


FOR PRICES AND FURTHER INFORMATION, 
call your nearest General Electric Apparatus 
Sales Office or write for Bulletin GEA-6468 to 
Section 584-4, General Electric Company, 
Schenectady 5, N. Y. 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 


WELDS ARE BROKEN, CONTACTS KEPT CLEAN BY THIS SHEARING ACTION: 


(1) Contacts, shown here in closed position, ore actueted 
by slotted bar at top of these octual photographs. At 
start of opening action (2), bar moves to right forcing 
left contact to move down with shearing action. As bar 


NO WIRING BURNOUTS or ‘‘hot 
completes motion to right (3) contacts are released and ‘spots'’ because one-piece contact 


and terminal eliminate cll internal 
wiring te contacts. Unit terminal 
block makes replacement easy. 


spring blodes cause second shearing action just before 
contacts snap open (4). Bar and contact blodes are now 
ready for next operation. 


¥ 
\ 
4 
ae 
ee EXCLUSIVE CONTACT SHEARING ACTION GIVES GREATER RELIABILITY 
3 


ACTUAL SIZE 


GREATER TEMPERATURE RANGE of COMPLETELY WEATHERPROOF steel case 

50 F to 150 F is made possibie by has press-fit latch for tight seal and easy ie 
silicone grease in reliable Telechron” opening. side-hinged removable cover sim- 
motor. Direct drive of switching plifies installation and maintenance 


mechanism assures positive action *Reg tredemark General Elect Co 


Be 
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ae 


Tripod Drive 


Here’s why your customers go for it! 


Really Portable—Lightweight, legs and tray 
fold in snugly, handy handle for carrying. 


Easily, Quickly Set Up— Built-in folding tray and 
legs open up for business instantly—all one unit, 
no loose parts, 


Extra Rigidity—Open tray holds legs in strong, 
solidly rigid stance, adds strength. No front leg 
to obstruct swing of die stock handles. 


Fast Easy Speed Chucking — Guaranteed to grip 
tight forward and reverse—no slip, even with 
geared tools. Replaceable insert jaws for long 
service, 


Extra Power— Motor has larger long-life brushes, 
longer commutator, won't bog down under extra 
load, 


Power for any hand pipe tools: 

to 2” conduit, to 2” 
RinDID bolts; geared tools to 12°’. 
65R Pipe 


Threader Cash in on Gre Sold by advertising to your 
200 Customers! Order 


Heavy-Duty 
Pipe Cutter 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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PRODUCTS ~ 


oll-proot “SAFETY YELLOW" NE NESTEX 


WOODHEAD COMPANY 


N. JEFFERSON ST. + cHicaco 6, ILLINOIS) 
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new! VIRDEN fixtures 


It’s the hottest item in the lighting fixture line 
And only Virden has it! Now any workman can 
assemble this new Virden fixture, ready for hang 
ing in one-third the time 

The secret? Pre-set screws plus a simple method 
of locking the parts in place. A twist of the wrist 
does it. There is no bag of parts. No sorting screws, 
no blind holes to locate 

Check the two photos opposite. Note the few, 
easy motions required to assemble the new Virden 
fixture. Compare this with the many time-wasting 
motions in the old-fashioned way. Your customers 


save time--do more jobs, quicker. 


The locked parts 
strengthen the entire assembly, prevent it from 


They get a better job, too 


twisting out of line, an important advantage in 
continuous row installations 

Another important factor is the shielding. It 
can be hinged on either side, easily opened for 
maintenance and relighting 

All Virden fluorescent and slimline fixtures now 
have these time-saving advantages. Tell your cus- 
tomers about them. They will quickly see the 
time, work and money-saving advantages they 
offer. John C. Virden Co., Dept. EW-7, 6103 Long- 
fellow Avenue, Cleveland 3, Ohio. 


When the fixture is mounted, put the cover on, 
slip the screwdriver in the notch, and give 
turn. Jn 45 seconds, everything's assembled 


These are all the parte you need to assemble Slip the socketa over the pre-set acrews and 


the new Virden fixture The channel, the sock- tighten securely. You are now ready to install 
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Qu) RACO NO-STUD SET-UP BOX 


SAVES TIME - SAVES MONEY 
on every ceiling installation! 


@ cannot twist on bar 


® provides added 
wiring space 


© offers greater 
\ economy 


No, 335 


4” Octagon Box on shal- 
low ber with 1 clamps 
for non-metallic cable. 


USE NEW RACO NO-STUD SET-UP BOXES 


ON ALL THOSE COMPETITIVE JOBS Two Popular Sizes 
CEILING FIXTURES CLOSET LIG " 
PORCH FIXTURES BOXES 32° OCTAGON 
AND SIMILAR INSTALLATIONS On Shallow offset bar with Raco L 


clamps for non-metallic cable only. 
You save money both ways with this New Raco No-Stud Set-l Ip Box I y 


... lower first cost and lower labor cost on installation. It enables 4’ OCTAGON 


you to make real money on those competitive jobs. 
On Shallow or deep offset bars. Com- 


Hardened set-screw with locking point secures box in desired 
plete with X clamps for metallic ca- 


position, Box cannot turn or twist on bar. No stud means more 
ble or L clamp for non-metallic cable. 


wiring space... faster and easier installation. 


WRITE TODAY...GET ALL THE FACTS 


“A RACO BOX FOR EVERY NEED” 


ALL-STEEL EQUIPMENT INC. 
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GENERAL ELECTRIC ANNOUNCES A NEW LAYOUT KIT 
TO MAKE YOUR LIGHTING JOBS EASIER TO SELL! 


Your General Electric “Plan-It-Yourself” Lighting Layout Kit con- 


tains (1) layout sheets, (2) a fluorescent lighting estimator, (3) mov- 


Send for your new G-E "'Plan-It-Yourself”’ 
Lighting Layout Kit today. It will help 
your lighting prospects sell themselves. 


The G-E “Plan-It-Yourself” Lighting Layout Kit 
is a brand new idea that makes your selling more 


profitable because: 


1. It makes your selling easier. Your prospect 
helps sell himself because he is in on the planning. 
He can visualize his lighting needs more easily 

2. You can “sell up”. Because your prospect sees 
why the new layout fits his need you can sell him a 


better lighting job. You make more profit! 


3. You'll "close”’ more sales. Once the layout is 
complete, your prospect okays it. Your sale ts half 
closed even before a complete cost estumate is made 


able, scaled “fixtures’’, (4) gummed “fixtures” for your permanent 


layout, and (5) a lighting design guide 


4. Order your sales-building ‘'Plan-it-Yourself” 
Lighting Layout Kit Today! Use it to make your 
next lighting job more profitable—more fun! Cost 
only $1.75—contains enough material for a dozen 
lighting jobs. Mail the coupon below, or see you 
G-E lamp supplier. 


Progress /s Our Most /mportant Product 


GENERAL ELECTRIC 
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| TO: General Electric, Large I mp Dept | 
| Nela Park, Cleveland 12, Ohu | 
| Gentlemen | 
| Please send me new G-l Plan-It-Yourself’ Lighting | 
| Layout Kits @ $1 per kit I enclose § | 

SEND TO | 

Please 

COMPANY | 
| StReer | 
cry Zonet TATE 
J 
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FOR YOUR 
WIRING PROTECTION 


Standard-threaded rigid steel conduit is 
the only wiring system approved today 
by the National Electrical Code as 
moisture-, vapor-, dust- and explosion- 
proof for use in hazardous locations and 
occupancies 


Permanently safe wiring systems today demand the use of Youngstown 
Buckeye full-weight rigid steel conduit for positive protection from dam- 
aging elements such as water, moisture, vapor, dust and dirt. It’s been 
the accepted standard of architects, contractors and owners who have 
found over the years its higher quality and longer service life spell in- 
creased profits and less trouble on-the-job 

Users across the nation consistently report Buckeye Conduit is easy to 
fabricate—easy to fish wires through—-and guarantees trouble-free in- 
stallations because of its excellent corrosion resistance 

Leading distributors in every industrial and electrical market are ready 
to serve you quickly from their ample stocks. They're as near as your 
phone—why not call now” 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 


Ask your distributor for 
Youngstown Buckeye Full 
Weight Rigid Stee! Conduit 
and 
Youngstown Electrical 


Metallic Tubing. 
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This distinctive new line of Door Chimes provides 
new beauty more varicly greater value 

all adding up to bigger and better sales oppor 
tunities for you. And Progress Hi-Fidelity Door 
Chimes are designed and engineered to meet the 
same high standards that have made Products of 
Progress the greatest name in Residential Light 
ing for half-a-century 


Send for Bulletin H1-F 1-56 illustrating the complete 
line of Door Chimes, Push Buttons and Displays 


PROGRESS MANUFACTURING COMPANY, INC. 


Castor Avenue & Tulip Street * Philadelphia 34, Pa. 


How tough? Take Carol 14/2 S0! 
Hit it with a 25-pound hammer 
25 times a minute for more than 
three hours—give it more than 
5,000 bonecrushing blows— before 
you might have to replace it. On 
the job, Carol withstands rough 
handling, abrasion, mangling. 
What’s more, Carol gives you 
quality packaging for protection 
and easy dispensing . . . plus posi- 
tive identification on every foot 


of cable. Write Carol today.* 


Pem-Toas / 


CAROL CABLE COMPANY 


Division of the Crescent Company, inc., Pawtucket, R. |. 


Serving Industry for more than 30 years 
*FOR COMPLETE INFORMATION, WRITE DEPT. EW. 


ELECTRICAL WHOLESALING—July, 1956 


54 
‘toe 
26 
US) 


Hotel Muehlebach 
and Muehlebach Towers 
Kansas City, Mo. 


| mproving on an American tradition is no 


simple task The men who had the r ponsi- 
bility of planning the 18 story addition to one of 
Americ 1's great hotel the Muehleb ch faced the 
task by specilying only the best. When it came to 


wiring device they insisted not only on int 


appearance, but also dependable operation and lon 
life. Naturally, they chose Pass & mour, Over 
sixty years of leader hip in the 1 

dustry have made Pa & Se 

architects and builders for ev 


In a luxury hotel, ev 
L. Allis, president of the 
to draw on the « xperiene 
Neville Sharp and Simon 
William Ca ell ind | leoty 
Hilburn of the Boese-Hilburr 
mate hi qu ility Ippearance 
they used Pa & Seymours tol 
Uniline® wallplates throughout the hotel 
On the left are two of the quality wiring devices 
specified for the Hotel Muehlebach. For informa- 
tion on these and other devices in the complete 


15AC1-1 quality line, write to Dept. EW-16. 


PASS & SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 
71 Murray St., New York 7, N.Y. 1229 W. Washington Bivd., Chicago 7, Ill 
In Canada; Renfrew Elec. & Refrig. Co., Ltd., Renfrew, Ontario 
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Get full HOUSEPOWER 


and convenience, too! 


nostn 
gives you outlets 
you can move 


* Guaranteed by * 
(ood Hourekeeping 


Imagine .. . with Electrostrip you plug in lamps and 
appliances exactly where you want them. Receptacle 
plugs twist in anywhere on the strip... you move 
them and your furniture to suit. And you do away 
with unsightly, unsafe extension cords. Strip installs 
easily, quickly... listed by Underwriters’ Laboratories. 


Contons 


give you pushbutton protection 


Now, forget old-fashioned fuse boxes . power 
your house with a modern Pushmatic Electri-Center 
When a “short” or overload “trips” a circuit just push 
the button presto! Lights come on again. No 
fuses to change, no fumbling, no danger of shock. 
You get full 100-amp service, safe protection, too. 


Operoiar 25 for tha seme of your 


Os, write BullBeg Products 9%. Mish. 


BULLDOG 


Profit with 
ELECTROSTRIP and 
ELECTRI-CENTERS 


BullDog ties in with EEL and the million- 
dollar “HOUSE POWER” campaign. 
Colorful, hard-selling ads like this currently 
run in such outstanding consumer books as 
Better Homes and Gardens, Good House- 
keeping, Home Modernizing and Small 
Homes Guide, They pre-sell prospective 
customers on Electrostrip and Electri- 
Centers... make your selling job easier. 


And powerful advertising in leading trade 
publications sells architects, builders and 


contractors on BullDog equipment, too, 


BullDog goes a step further. For your 
support and protection, Electrostrip is sold 
only through qualified BullDog distributors 
and only to qualified electrical contractors. 
It’s listed by U.L. 


So tie up with Electrostrip and Eleetri- 
Centers for real profits and bigger sales. 
See your BullDog field engineer or write 
BullDog Electric Products Co., Detroit 32, 
Michigan. BEPCO 


ELECTRIC PRODUCTS COMPANY 
A Division of 1-T-E Cu iB her npany 


ARE YOUR CONTRACTORS LISTED? 
Through Western Union Operator 25 service, 


BullDog directs customers right to their doors. 
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1. in hot places 


Exceptionally resistant to the deteriorating 
effects of heat, Hazard Keystone insulation is 
designed for operation at copper tempera- 


tures up to 85 C. This makes it especially 


useful in boiler rooms, crowded ducts and 
other locations where there is a high ambient 


temperature. 


= 


2. high ozone concentrations 


Because of its stable chemical characteristics, 
Hazard Keystone insulation provides an extremely 
high degree of resistance to ozone and corona 
cutting. It withstands a longer test period and 
sharper bends than required by IPCEA and ASTM 
for ozone-resistant compounds. This assures maxi- 
mum reliability in high voltage installations where 
ozone is always present. 


CABLES pay extra dividends 


in failute-free operation 


| 
locations 
Keystone-insulated cables 


may be used anywhere... 
in damp places or even for 
direct burial. Tests show that 
Keystone insulation does not 
absorb appreciable amounts 
of moisture even when im- 
mersed directly in water. 
Electrical and physical char- 
acteristics remain stable re- 
gardless of the moisture 
present in installations. 


Send for the complete story as detailed in Bulletin 
H-463. Here are the results of twelve years of fleld 
service and tests, reported with charts and graphs 
of test results, together with 36 pages of technical 
data to aid in specifying and installing the proper 
cable for the job. Write to Hazard Insulated Wire 
Works, Division of the Okonite Company, 

Passaic, N. J. 


3652 


HAZARD INSULATED CABLES 


RESEARCH 


ra 


EASY TO USE, General Electric’s hook-on volt-ammeter 
shows only one scale at a time. This way, you avoid 
reading the wrong scale, as can be done with multiple 
scale-face instruments. Range and scale of the instru 
ment are changed simultaneously by turning the finger 
tip control knob. Selection is easy because both models, 
Types AK-4 and AK-5, have current scales marked in 
black and voltage scales marked in red. 

DISTRIBUTORS find that contractors, electricians, 
maintenance and service men consider the G-E hook-on 
volt-ammeter ideal for a wide variety of testing prob- 
lems. Accurate, safe, and easy to operate, it can be used 
for checking motor loads and starting currents, balanc 
ing polyphase systems, checking line voltages, trouble 
shooting fuse boxes and control circuits, repairing elec 


ACTUAL SIZE 


G-E Hook-on Volt-ammeter 
Avoids Reading Errors; 
Shows One Scale at a Time 


trical appliances, estimating new or revised distribution 
circuits, and diagnosing many operating problems with 
out shutting down equipment. 


WIDE RANGES in both models allow great versatility of 
application. Ranges of the AK-4 model are 0-10/30 
100/300/800 amperes and 0-150/300/750 volts. The 
AK-5 ranges are 0-5/20/80/350 amperes and 0-150 
300/750 volts. The wider range AK-4 model has a 
pointer-stop to check surge readings. 


DISTRIBUTORS—FOR FURTHER INFORMATION, write 
Section 582-12, General Electric Co., Schenectady 5, 
New York and ask for bulletin GEA-6292, or contact 
your nearest G-E Apparatus Sales Office for details on 
how you can sell the G-E hook-on volt-ammeter 


GENERAL ELECTRIC 


Product aintenance 
& 


A screwdriver is all you need to install 
National Electric E.M. T. Fittings 


Even in corners and other close loca- 
tions, a screwdriver is your only tool 
for making connections with National 
Electric E.M.T. fittings. Simply slip 
the fitting over the end of the conduit 
and tighten the patented embedding 
screw. That’s all there is to it 
You'll find National Electric con- 
nectors and couplings are safe and 
strong. The body is one sturdy piece 
of pressed steel, electrogalvanized for 


National Electric Products 


PITTSBURGH, PA 
36 Soles Offices 


3 Plants * 10 Warehouses * 
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full protection against corrosion. The 
precision screw and boss make a 
uniform installation possible through 
out the job. Inspection is easy and 
the contact of the screw constitutes 
a safe permanent ground 
National Electric E.M.T. 
are the easy way to assure the quality 
of your connections. Try them 
they're sold by the leading electrical! 


distributors everywhere 


fittings 


The outstanding holding action of National 
Electric Fittings is obtained when the tip of 
the screw is driven home and becomes em 
bedded in the tubing wall. Actual tests 
prove the connection is a vibration proof 
bond that won't break or loosen unless the 
screw is purposely released 


Potent Mo. 60 
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He says he He reduces 


performs a hidden costs 
vital economic for electrical 


function which 
users and 
people gives advice 
help- but isn't a 
philanthropist 
or magician. 
Hmmm...- 


He cufs electrical 
manufacturers’ costs 
with resulting 
lower prices fo He — 
ihe user—but he hundreds of 
manufacturers’ 
engineer salesmen— but he 
9 isnt, Superman. 


/ give up! 


Shucks any smart 

electrical user 

would know hes a 
Distributor 


“Electrical Wholesaler Distribution reduces the Manufacturer's selling cost and thereby 
reduces the selling price of electrical supply material to the user. Therefore, our policy has 


been to distribute Thomas & Betts products exclusively through the Electrical Wholesaler.’ 


LOOK FOR THIS SIGN — 


*Quoted from the T & B Plan of Wholesaler 
Distribution. If you would like to know the 
complete story of the T & B Plan, write 


IT'S THE MARK OF AN AUTHORIZED T&B DistrRiBUTOR 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 
THOMAS & BETTS, LTD., MONTREAL, P. O.. CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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AVERAGE BALLAST LIFE 
WITH G.E. DESIGN STANDARD 


AVERAGE BALLAST LIFE 
WITH DESIGN TO 
INDUSTRY STANDARDS 


TEMPERATURE 


installation. With this chert, Flora shows you the extra ballast life 
you get when you specify General Electric's cooler operating bellests. 


BECAUSE G-E BALLASTS ARE engineered to operate 10%, cooler then 
industry standards, they offer 50% longer life in your fluorescent 


Flora* shows you why... 


General Electric Ballasts Last 50% Longer, 
Help You Save Lighting Dollars 


Every G-E ballast is designed to oper- 
ate 10% cooler than industry stand- 
ards; the chart above shows that this 
means 50% longer ballast life! To you, 
this means longer life for your fluo 
rescent installations and a real saving 
in lighting dollars 

By carefully filling each ballast with 
a special heat-conducting compound, 
and by using larger wire size in the coil 
windings than would be 
simply to meet industry standards, G.E. 


required 


4 


G-E BALLASTS ARE constantly spot-checked 
for normal or abnormal temperature rise in 
this special lab. Close contre! of temperature 
rise helps assure 50%, longer G-E ballast life. 


sure you get the best specify General 


Electric longer-life ballasts 


builds ballasts tna: operate cooler! 
Cooler operating temperatures com 


bined with the use of unusually strong A GEE ballast tag or sticker on your 
DALLA “ ) ) yo 


insulating materials results in years of ' 
— fixture is proof that it’s equipped with 


added ballast life 


a superior ballast; G-E ballasts in your 
These special G-E techniques con installation mean better, more efficient 
tribute toward lower operating tem lighting, more economical operation 
For further information on G-E ballasts, 
ballast life write Section 401-10, General Electric 


Company, Schenectady 5, New York 


peratures, resulting in 50% longer 


Next time you specify equipment for 


*Mise Pluerescent GE's Ballast Moscot 


a fluorescent lighting installation, make 


Copyright 1955, General 


ompary 


Five more reasons why 
GENERAL ELECTRIC IS YOUR BEST BALLAST VALUE 
@ EXCLUSIVE SOUND RATING SYSTEM 
@ SUPERIOR QUALITY CONTROL 

@ PRECISE LAMP-MATCHED DESIGN 
@ PROVED PRODUCT LEADERSHIP 

@ COMPLETE CUSTOMER SERVICES 


Cm 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 


2 


It takes so little effort to show the real quality construction of a Sangamo 
Heavy Duty Time Switch, Let your customers compare the Sangamo with 
other time switches. They'll see the difference for themselves. Show them the 
special features that they can get with Sangamo”. 

When you do, it really pays off! Because you gain a satisfied customer when 


you sell a Sangamo Switch—and you make a bigger profit, too. 


"Special Sangamo Features: 


© Electrically wound automatic carryover that keeps the switch running 


up to 10 hours in event of a power failure. No resetting necessary. 


Astronomic Dial that turns installations “on” at sunset and “off” at 


sunrise—automatically, all year around, in any latitude 


Omitting Device that prevents operation on any given day or days of 


the week, 


And, the new combination Time Switch and Circuit Breaker in a 


single case... ideal for poster lighting control. 


Stock up—you can sell ‘em. Write for full information on this quality line. 


ELECTRIC COMPANY 
SPRINGFIELD, ILLINOIS 
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STONE LIKE durability! 


Sylvania's new 
CERAMIC 
starter condenser 


triumphs over heat, 
cold, moisture... 
out-performs all others! 


Sylvania’s new ceramic condenser conquers the 
main causes of starter failure. Its stonelike durability 


is practically impervious to the effects of heat, cold 


and moisture which occur inside the starter shell 


Unlike ordinary wax-filled paper condensers which break 
pay 


down from globottle heat as low as 148°F, Sylvania's 


ceramic condenser is unaffected by temperatures up to 


500°F. It cannot absorb moisture caused by condensation 


which causes paper condensers to fail 


The new ceramic condenser is now available in FS-4, FS-12 
and all 100-watt Sylvania Fluorescent Lamp Starters 


Offer your fluorescent lamp customers the finest in starter 


performance and service satisfaction. Enjoy the starter sales 


and extra profits offered by Sylvania—the practically in 


Syivania’s new ceramic condenser : 
and the 500-year-old vase shown destructible starters with ceramic condensers 


above are made from practically Call your Sylvania Supplier today 
identical materials that defy 


deterioration SYLVANIA ELECTRIC PRODUCTS IN¢ Lighting Division 


60 Heston re Salem, Mas 


SYLVANIA’ 


sf 


grow ight 


LIGHTING + RADIO+EtrECTRONICS - TELEVISION + ATOMIC ENERGY 
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CBM 


Every type and size of fluorescent tube 
has its own specific electrical require- 
ments. Thus, to get ideal performance 
and lighting economy, it is essential that 
the ballasts provide precisely the electrical 
needs of the tubes they operate. 


CERTIFIED CBM BALLASTS are ““Thilored to 
the Tube.” Built to exacting specifications, 
then tested and checked by ETL, an in- 
dependent agency, Certiriep CBM 
BALLASTS are a dependable assurance 
of both satisfactory and economical 
fluorescent lighting. 


Certified CBM Ballasts 
PROVIDE: 
LONG BALLAST LIFE 
FULL LIGHT OUTPUT 
LONG LAMP LIFE 
TROUBLE-FREE OPERATION 


all of which contribute to easier mainte- 
nance and fluorescent lighting economy. 


Eight of the country’s leading manufac- 
turers of ballasts make Certirien CBM 
BA.Lasts. Participation in CBM is open 


to any manufacturer who wishes to qualify. 


CERTIFIED 
CBM BALLASTS 


...glve you more economical 
Fluorescent Lighting 


because they are “Tailored to the Tube” 


Send for free booklet, “Why It 
Pays to Use CERTIFIED CBM BALLASTS in 
Fluorescent Lighting Fixtures.” 


Cfo BALLAST MANUFACTURERS 
2116 KEITH BLDOG., CLEVELAND 15, OHIO 
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TIMES and TRENDS 


‘The Fourth Function’ 


“Distributors have long recognized—and publicized—the services they 


render the consumer and the manufacturer in warehousing goods locally 


merchandising and marketing the products, and extending credit at the local 


level. Too often they forget another major function that they are called upon 


to perform for the manufacturer. That tourth tunction—communicating mat 


keting information helptul to the manufacturer in setting up his production 


goals.” 
The speaker: Arthur W. Hooper, executive director, National Association 
of Electrical Distributors. The occasion: 48th annual NAED convention, in 


Atlantic City (page 61). Put forward as one of “Ten Steps to Better Distri 
J 


bution,” this proposal of distributor purpose was amplified as follows 


@® The function of “acting as a barometer to gauge the demand in the mar 


ket place” is as essential to good distribution today as the warchousing, sales 


and credit functions. 
@ The distributor is ideally situated to fulfill this function. His is a better 


vantage point than “an independent or industry research group.” The fact he 


is a local businessman—with contacts at social as well as business levels—vives 


him greater access to marketing information. And the fact that he——through 


his salesmen—is in daily contact with all segments of the trade channel enables 


him to draw a more complete picture ot the local market 


@ The key to a distributor's fulfillment of this function is “some extensive 


yet simple planning.” This would include (1) identifying each salesman’s 


territory (2) evaluating the purchasing power of these territories, ( de- 


termining what each account is buying, what else might be sold. Compiled in 


chart form, this information would give a salesman a better sense of direction 


in fact, a road map—to more sales. And when relayed to the manufacturer 


suc h data could be compounded into a master plan for effective marke tin 


This recognition comes at the right ame. In current industry controversies 


over who's to do what and why, the reporting of market information—as a 


distributor function—has hardly gotten a peep. Yet the relaying of accurate 


market data to manufacturers is vitally important. Someone has to do it and 


do it well or everyone pays the price ot ove rproduction to name one hazard 


By applying a few principles of scientific management, distributors could 


furnish their suppliers with well-founded market data that would be valuabl 


in many ways. One, as pointed out by NAED, would be in setting production 


schedules. Others contributing tO product improvement by reporting detects 


in construction, design and price, communicating local market variations in 


demand, acce ptance and style passing back better pac kaginy ideas, supe sting 


ways to simplify the line. This could serve as a starter for a long list 


The idea itself isnt new But its as up to-date aS automation Distributors 


in effect, would be performing the “feedback function” of automatic control 


As in automation, any deviations from desired manutacturing results are meas 


ured and fed back into the system input in such a way as to correct tor the 


deviations. In distribution, it would be a case of feedback from the point of 


sale fo the manufacturer production lines 


EDITOR 
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1% 


Anaconda |‘ ky cable is subjected to 106 ky 


33% above industry standards with d-c 


> 


15-KV CABLE GOES 


Skin diving at 106 kv 


Anaconda Type AB butyl-insulated high-voltage cable is tested 
under water at 600% overvoltage to assure you peak performance. 


Only a vastly 


The fact that two high voltage cables 
may look alike does not mean they'll 
perform alike, At Anaconda, 15-kv 
cable is tested at 106 kv with d-e for 
fifteen minutes, This voltage is 33% 
above industry standards with d-c. And 
in addition, Type AB is tested at 25% 
abot industry re ments u ith a-c, 


superior insulation can 
such high test volt ive 
no defect in the cable 


stand even 

though there is 
For your a 

vice, Anaconda butyl-insulated cables 


ure cle signed to perform fur be vond 


urance of maximum set 


industry requirements in every im 


portant el al and phy sik al prope rty 


And tested at 25% above industry requirements with a-c 


New Engineering Bulletin EB-27 gives 
you full details on performance of T ype 
AB insulation in 15 Industry Specifica- 
Ask the Man from Anaconda 
for your copy. Or write Anaconda 
Wire & Cable ¢ ompany, 25 Broadway 
New York 4, N. ¥ se 

Get all the facts on 
Anaconda Butyl. Write teday— 


tion test 


. 


see THe man rrom AANACONDA 


pioneer in BUTYL INSULATION 


+ 
oh 
a SEE THE 
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This scoreboard is a big counter at- 
traction at Toledo's Loeffler Electric, 
Inc. President Harold Koch (right) 
claims it dramatized the firm's unique 
sales contest with customers and 


helped in 


Upping Gross Profits 40% 


By Durward Humes 


4d NY IDEA that can step up gross profits ts Three features sparked Koch's plan. One wa 
welcome here says President Harold the kickoff letter, which was routed to th il 
Koch of Loetiler Electric Inc., Toledo men's homes to gain the wives interest (see Thi 
Loefiler’s latest idea is a gross profits sales con Novel Sales Contest Got the W Into the Act 
test. Sine March 1955, the firm has presented EW Dec. "55 p. 54) 
prizes to the two salesmen who topped their grosses Ihe second was the awarding of cash prizes to 
for the same month, previous two years, by the the two top men each month: $50 first prize and 
highest percentags $10 for second. But th ontest uned enough 
Were more than satisfied with the contest impetus so that the prize Vet dropped when xy 
Koch say Qur gross profits are running 40) per competition continued beyond the origin il ten oe 
cent above the rate prior to the contest month period 
It's no miracle-worker, though,” he continue Impetus But it was the third—and apparent 
We pay commissions on gross to start with, and — Jeast important—-feature that made the contest roll 
figure that any additional incentives are fine. And Koch decided to list the winne: ich month on a 
the boys themselves deserve much of the credit scoreboard (above) behind the counter. Customer 
They really took hold of the contest noticed the scoreboard in a big wa 
e Origin After checking his idea with Loeffler’s Casual kidding from custom Loeffler sak 
ix salesmen (who handle supplies and housewares), men agree, urged them on to extra eflort when the 
Koch officially opened the contest with a letter to names were missing from the board. And the sak 
the salesmen and their wives men, in turn, kidded their customers about the need 
Ihe letter read nm part I hese prizes go to the for buying he Ip iT tu on th ‘ ourd 
two salesmen each month for the greatest increase © Results—Koch sums up the contest th yo 
in 2ro profits on their sales over an average of During the first Ww, profit’ increa } ale 
S3 and 1954 figures. We have set this as a fair men ranged tron | ti + per nt. The profit 
basis to eliminat i ilesman getting a few large gain tll lag behind olurn rain but we're 
rders at 4 iow percentage of profit, thereby in closing the gap. In March, one man's volume wa 
reasing his sales but not increasing to any degree up 114 per cent while hi profit was up 14¢ per 
the profit on those sak cemt. That's what the ontest was ce med to do 


For the salesmen’s profits story, turn page 


July, 1956—ELECTRICAL WHOLESALING 39 


: 
1 
¥ 
> 


Upping Gross Profits (cont.) 


How Loeffler’'s 6 Salesmen 


You Can Write Your Own Ticket 


Mel Sweeney, combination salesman 


Honesty and fairness have kept the profits growing on my 
dealer accounts, Most of my customers trust me, and let 
me write my own tickets—quantities and prices included 
I'd be foolish, though, to oversell or overprice; that good 
willis worth too much 

Extra service helps, too, Not long ago, a dealer needed 
three range hoods and fans in a hurry. He called me at 
9 in the evening. | had him send his son down to the office 
and said I'd meet him there, By 10, the dealer had what he 
wanted—complete with instructions on installation. No 
one thing I've done has helped more in building that ac 
count 

| operate on the Golden Rule, If a customer needs 
something, | do my best to make sure he buys it—and 
then get it delivered, Price? I'm not hired to give things 
away, | try to sell them.” 


Get Those Book-Price Sales 


Ernie Buebrer, combination salesman 


“To some extent, all salesmen have their specialty—-even 
if it’s only something they regard as a hobby. Mine is fans, 
and it’s a profitable specialty 

“As fan sales have grown, I've tried to get more than 
my share. This has meant plenty of pre-season selling, 
especially with customers who haven't had experience in 
this market 

“It takes time, and hard selling, to convince a dealer 
that he can move them. I’ve had a rough time with one 
jewelry store, for example. | finally convinced the owner 
he could sell them—just as some of my other jewelry 
accounts had. Last season, he moved them—and he bought 
ahead nicely for this year 

“The profits and the volume only follow. Once you get 
the order, he'll sell and you keep stocking All at book- 


price.” 


Help Customers With Their Problems 


Bud Mertes, combination salesman 


“When the contest started, | put more eflort into my favor- 
ite long-range project: working out solutions to mutual 
problems with customers, The biggest problem, of course 
is keeping profits up. | pointed out some of the things 
they could do to help their margins—and at the same time 
help me 

lake supplies selling. Contractors appreciate your help 
in setting up their small orders, This gains their confidence, 
and the larger orders come naturally. | preach the cash 
discount here, and sell no more than the customer really 
needs 

Analysis of industrial accounts helps, too. I try to sit 
down with the purchasing man and work out a list of his 
normal 30-day requirements on stock items. That way, we 
have his stock when he needs it-——and he buys from 
Loeffler 
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its Problem 


Extra Floor Work Moves Housewares 


Paul Hawkins, housewares salesman 


My gross with downtown housewares accounts wont 
vary a fraction of one per cent from month to month 
When the contest started, | had only one choice gel 
more volume 

lo do this. I literally live with my accounts. When | 
walk into a department store, its Hi’ to everyone and off 
with the coat. Straighten and restock. Set up displays 
lake my own inventory counts and write up my own 
orders. | even help out with demonstrations when it's 
necessary. And if there’s a problem with shorts or with 
damaged items. I'm there night and day until things are 
straightened out 

lake One account lt was buying so-so When the con 
test began, | really went after it: lots of extra attention 
even selling customers on the floor Now that account ts 


buying twice what it did betore 


Follow-Through Pays Off 


Al Merce, combination salesman 


My customers have given me a hard time about how | 
stand in the contest each month. But because I've come 
right back at them with a pitch about the help I need to 
win, I've had a litthe more help than normal 

Year in and year out, it’s the follow-through that pays 
off. Say a contractor is in a jam. He gets extra attention 
and he appreciates it. All Loeffler salesmen have keys 
to the warehouse and if there's a night breakdown or 
call, we're able to deliver 

Another thing is the fast delivery to my country ac 
counts. I'll get an order, or they'll phone it in, Thursday 
noon. The customer will have it Friday. We've had this 
delivery service two years now, and it's enabled me to 
make calls every week and make them pay where | 
used to call every other week. That builds the gross, both 
for Loeffler and for me 


No Customer Likes Troubles 


Mei Corbin, supplies salesman 


Servic is What makes the ile. Lal t troubk 
a customer might have: nobody like ral the rm 
happy to turn them over to me. And In j happy to 
have them 

My habit-—and it's paid 
over the yeart is tO make 

ning. Sure, I'm usually tired 
20-25 more calls a month 

You've got to know our 

personality, his potential. | 
stantly, measuring actual iwainst wha think the 
mcount | worth If ther if matior 
write it on the Da ot the f nt of informa 
do against wh ou think ‘ nile domg 


normal practi with me 
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They're Selling the Air Force 


After the Korean War, when other wholesalers hurried to pull 
out of armed forces business, Dayton's John A. Becker Co. went 
into it. There was one condition: to sell on local procurement only. 
Selling Wright-Patterson Air Force Base takes lots of work 


and know-how—but Becker has made it a profitable venture. 


INSIDE man is Tom Becker hown checking back order file OUTSIDE man «| Harry Hei shy hecking bid informa- 
Man who gets AF order follows it through all the way tion over phone. He calls at base several times a week 
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—Aviation Week 


—Locally 


SELLING TEAM check Af ale figure Tom Becker (left) purchasing 


ir le mar Pre lent john Becker Marry Hei 


agent ar 


HEN the armed forces cut back approach” was the third factor, and orders over $1 000, there's a third me- 
spending after the Korean War, possibly the vital one. When selling the thod: the formal contract. Becker 


lots of wholesalers hurried to get AF, the independent wholesaler, he avoids th ec, which are nationally ad 

out of the defense business. At pre maintains, must remember to vertised and highly competitive 
cisely that time, Dayton’s John A e Sell locally. Don't try to compete Stock listings are also basic. Becker 
Becker Co. decided to try selling on large, nationally-advertised con avoids items listed in Defense Dept 
nearby Wright-Patterson Air Force tracts (see box, next page). Margins are catalogs, concentrating on “non-listed” 
Base thin, too much capital is tied up item Ihese items are usually for 

Wholesalers generally were dissatis e Know your account, both as an hou ekeeping and local construction 
fied with low profit margins and cum organization and as individuals. This is project ind offer better margins 
bersome buying procedures So was particularly important with the govern plus getting Becker's lines specified 
Becker. To avoid these traps, Becker ment, its complex procedures and locally 
took a new tack: selling the AF on a hierarchical system e Who To Know [his knowledge is 
local basis. e Give personal servic It's not the other half of the story, salesman 

“We gave it an 18-months’ try,” says enough to keep bidding. Keep up with —_ Heis sa here are two systems, one 
President John Becker, “and found the procurement people and their — foy paperwork and another for per 
somewhat to our surprise—that it Was needs. Hy Ip them on every problem onnel. Knowing who to contact on o 
good business. Local selling, avoiding Once you have these things in what is much more important than 2 
the competitive national bids, fitted our mind John Becker vs youre with iy, industrial account 
size and our firm’s personality. It con ready to begin. Without them, you'll Heis’ contacts at the base include not 
tinues to be profitable and, as far as we he ow imped only the procurement department it 
can see, we're in it to stay e What To Know—The first step isto self, but maintenancs personnel and 
e Local Service—Becker traces his pet your firm on the bid mailing list, the cost development department 
firm’s success to three factors. One is then keep it there. Becker simply ap Ihe procurement department is his 
its team approach to selling. The out plied to Wright-Patterson. Since a firm main contact—often by phone —on 
side man—Harry Heis—handles per comes Off this list when two straight orders; even maintenance orders filter 
sonal contacts and most bids, while bid invitations are passed up without through the purchasing office. Heis 
inside man (and purchasing agent) reply, Becker thinks it wise to “bid on feels it mportant that the people there 
Tom Becker takes care of phone work darn-near everything know what Becker in furnish and 
Contributing to the teamwork is the Knowledge of the buying « tup 1s do for them, and that they rely on him 
fact that Becker pays no individual essential. On local buying, Wright-Pat ind his firm 
commissions terson has three methods. The first, for Estimating is the main function of 

A second reason is salesman Heis’ orders of k than S100 re placed th ost development department. It 
previous experience selling the Al outright and paid from petty cash. Th la out construction jot pecifying 
Heis knew the potential at Wright-Pat- econd method ivolve the Al's products and projecting total costs 
terson, plus the ins-and-outs of doing Form 44,” for amounts of $100-1, Most specification work is done with 
business with the government 000; locally advertised and bid, these this department 

What John Becker calls “the right are the bulk of Becker's busin For Ihe maintenance departments 
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Air Force (cont.) 


HERE are two types of military pro 
curement: large-scale buying by the 
major procurement installations and 
smaller-scale purchases by local bases 
This applies to all three 
pattern is pretty much the same across 


vervices; the 


the hoard 

Ihe electrical wholesaler’s big mar 
ket is in local procurement bivery 
military installation is authorized to 
buy on its own, In general, these are 
small purchase 
maintenance items. Most installations 
are allowed to place up to $1,000 
worth of orders in local procurement 
limited to 
only $500, and some big ones can go 
out and buy up to $5,000 worth 


of housekeeping and 


Some bases, however, are 


Local Rules 


There are no hard and fast rules 
Included in 
such purchasing are both stock items 
listed in the federal catalog and items 
not listed 

If the purchase is less than $100, 
there's no advertised bidding; the local 
procurement officer just solicits one 
or more local firms, On local pro 


on local procurement 


curement orders over $100, regional 


commanders usually determine on 
their own whether to advertise for 
bids on a formal basis or to negotiate 
directly 
mally solicited before a 


contract | 


Several suppliers are nor 
negotiated 
signed 

dollar 
wise——is handled through about 100 
major military procurement installa 
These 


Most military procurement 


tions throughout the country 
installations do litth 
wholesalers; they try to get the best 
prices directly from manufacturers 

But there are 
big installation does want to buy in 
small lots, and manufacturers find it 
uneconomic to make a bid. In these 


business with 


instances when the 


cases, of course, the big procurement 
installations take delivery from whole 
sulers, mill supply houses, and the 


like 


Catalog System 


There is a whole system of federal 
supply catalogs listing over 3 million 
items. It is impossible to say how 
many eclectrical items are listed, but 
there are major categories 

A major Defense Dept. program 
is now under way to “simplify” the 
catalog, reduce the number of items 
Actually, the 
project is more than that. In 1952, 
Congress instructed the Pentagon “to 
establish a program to name, describe 
classify, and number each item of 
stocked 


to about 2.4 million 


supply repetitively procured 


How the Armed Forces Buy Locally 


and issued. The catalog data thus 
developed is to be used in all military 
supply 
initial procurement through final dis 
posal of the item 

An item becomes listed in the cata 
log when the cataloging office decides 
the item is “subject to (1) central in 
management and reporting 
and (2) stock control at supply, main 
tenance, or industrial points within 
Defense Dept.” 
If the item does not meet these criteria 

for instance, it’s bought on a one 


management functions from 


ventory 


any echelon of the 


time basis for immediate use, for re 
search and development, or where 
stock control is not practicable—it is 
not listed in the catalog 


Handbooks 


The Government Printing Office in 
Washington sells handbooks describ 
ing individual items now listed in the 
Flectrical wholesalers will 
find the following handbooks signifi 
cant 

e H6-2-56, FSC 
struction and building 
($1.50) 

H6-2-62, FSC 
ing fixtures and lamps (75 cents) 

e H 6-2-63, FSC Group 63, alarm 
and signal systems (45 cents) 

@ H 6-2-72, FSC Group 72, house 
hold and commercial furnishings and 
appliances (75 cents) 


catalog 


Group 56, con 
materials 


Group 62, light 


lo get on the bid list at a major 
procurement — base a wholesaler 
should ask for the “bidders’ mailing 
list application” form. In advertised 
procurement, invitations to bid are 
mailed out to firms on the bidders’ 
list. In negotiated procurement, re 
quests for proposals are sent to firms 
normally picked from the same bid 
ders’ list. To stay on the list, the firm 
must respond to the invitations 


Whet To Do 


On local procurement, the proced 
Some 
may want the applicant to fill out the 
forms, some may not 

Here's what a Pentagon procure 
ment policy official told Frecerricat 
WHOLESALING 

“There is only one sure way to 
get in on local procurement. A whole 
saler should write to procurement or 


ure varies from base to base 


contracting officer of the local mili 
tary installation, telling what he has 
to sell, and saying that he 
to be 


wants 
solicited for future business 
The procurement officer will then tell 
the wholesaler what to do. He may 
or may not be required to fill out any 
forms 


there’s one for each base area at 


Wright-Patterson orders 
through procurement for housekeeping 


supplies. Here again, personal contacts 


place 


are necessary, since original specifica- 
tions usually stand 
e Service Here's where our service 
begins to mean something,” Becker 
points out. “The procurement people, 
for example, have a limited knowledge 
of products. They often need informa- 
tion. Giving them help in a hurry puts 
us in a better selling spot 

If possible, Heis tries to find the an 
swers while the AF people are still on 
the phone. He finds this saves time, and 
make around. His base 
contacts appreciate learning, for ex- 


friends all 


ample, when an item is no longer made 

and often accept Becker's substitute 

When Heis can’t answer a query on 
the spot, he keeps at it until he has the 
answer. Sometimes this involves much 
legwork tracing hard-to-find items 
“Whatever it is, it gets done,” he 
emphasizes 

As contact man for Becker, Heis 
calls on Wright-Patterson several times 
a week. Security procedures there are 
brief but to-the-point, and he wastes 
little time in finding his contacts. With 
them, he is friendly and helpful—but 
keeps in mind their Government posi- 
tions. Help is fine; personal favors are 
out 
e Up-Selling—Creative selling, how- 
ever, is far from out. The main goal 
is to get Becker's lines specified on lo- 
This means selling with 
samples and presentations, and keeping 


cal purchases 


an eye out for special requirements at 
the base 

concerned elevator 
maintenance firm working at Wright- 


Patterson. Becker had been mentioned 


One sale 


to the firm, and Heis was called in 
when the maintenance outfit wanted to 
pick up a tongue-type switch 

The switch wasn't available, Heis 
learned, but he came up with a rela- 
thought 
might do the job. Adapted for use on a 
figure-& trolley, it worked. It proved 
so useful, in fact, that it has since been 
used in 11 
about 60 more scheduled 


tively new item which he 


other installations—with 

New products come in for regular 
showings. One popular item ts a new 
tape splicing kit, an expensive but flex- 
ible unit. After three trips to show it 
to contacts at the base, Heis sold 15 
kits. And as more uses come up, he 
figures to sell many more kits 
e Follow-Through—Behind the on- 
the-base sales work work lies some fast 
inside teamwork—and footwork. The 
Becker firm works from some basic, 
common sense rules 

Ihe key inside man is Tom Becker. 
Continued on page 86 
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SALESWOMAN Mrs. Nova Shea goes 


home with a contractor-customer t leterm 


blueprints of a 


lighting need 


DISTAFF SIDE OF SELLING: 


SALESWOMAN Jarve A lertial 


project te fixture 


How Effective are Saleswomen? 


AS GOOD AS ANYONE says C,. C. Vail of 
Mrs. Nova Shea. Vail, president of United 
Electric Supply Co., St. Louis, says many 
customers—particularly women—visit the 
showroom merely because they believe a 
woman can help them make fixture selec- 
tions better. 


HEN MRS. Nova Shea sells residential lighting fix 
tures, she knows the rooms for which they were 

purchased will be functionally, as well as decoratively 
lighted 

In her determined effort to stress adequate lighting, 
Mrs. Shea, manager of the residential lighting department 
of United Electric Supply Co., St. Louis, sometimes re 
fuses to sell fixtures to her customers 

I have to be satisfied my customers are going to 
receive the maximum benefit from a fixture before | 
sell it to them,” she says. “For instance, it’s a little foolish 
to sell a small fluorescent fixture for a kitchen when I 
know the space will be inadequately lighted 

Some sales personnel are glad to make a sale even 
though they know their product will not do the job. This 
is not a good policy. | want my customers to be satisfied 
completely The on fast sale does not equal the 
customer's bad feeling it might cause 
@ Extra Service—Mrs. Shea says she doesn't like to call 
herself a lighting specialist. When she first started the 
job four years ago, she could not read a blueprint. Now, 
however, she has no trouble with them, and estimates 
customers’ needs from blueprints as a regular service 
This consists of a listing of the size of fixtures which 
should be used, the type and location 

Ihe saleswoman, who hangs many fixtures herself, 
displays the best items carried. She attempts to price the 
majority at no less than $10 
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VERY EFFECTIVE says Leo W. Miles of 
Miss Jane Argast. Miles, fixture department 
manager of Farrell-Argast’ Electric Co., 
Indianapolis, says Miss Argast has learned 
much since she joined the firm, and has put 
many good merchandising ideas to work 
in the department. 


Hi FEMININI touch of eflective sclling methods 
combined with regular chang in displays is pay 
ing off in the lighting fixture department of Farrell 
Argast Electric Co Indi inapolis 

As the newest addition to the department Miss Jane 
Argast spends much of her time visiting residential build 
ing contractors it construction ite where she dis 
cusses possible sales 

Most contractors were surprised to see a saleswoman 
when | first started visiting them M Argast say 
Now, however, most of them know me and transact 
business with me as they would with a salesman 
© Educates Contractors Miss Arg clieves allowances 
for fixtures are too low that ore than showroom 
selling is necessary to raise the allow ce, Because of this 
she makes personal visits to contractors in an effort not 
only to sell them her products, but to educate them in 
the value of good home lighting. Most of her efforts have 
produced sales 

Miss Argast, who helped plan the interior decoration 
when the showrooms were remodeled last January 
change 7 display once every two week A an added 
effect, she hangs fixtures ¥ propris pieces of 
furniture 

Peopk identify good lighting with attractive area 
in which it can be seen he say By anging displays 
often potential buyers are alway interested in seeing 


what we have done. It's a good drawing card 


Turn page to see saleswomen in action 


wade 
| 
= 
Over 
lines she believes would be best 
‘ 


At United Electric, St. Louis . . 


Both Saleswomen Are 


AT LUNCH, Mrs. Shea studies her recommenda 
tions for a residential lighting job. Afterwards, she 
will again talk with customer for approval 


COURTESY CARDS are given contractor-customer MAINTAINING order and appearance « plays 
for use by consumer Series letters are sted in yportant function for Mrs, Shea. Although displays are 
dicating price contractor wants qu onsumer ’ ice a year, she often substitutes fixtures herself 
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At Farrell-Argast, Indianapolis . . . 


Doing a Man-Sized Job 


FOR CHILDREN, 


ry table 


RELATED ITEMS are ‘ y W ." as part of her MANAGER 


re jlar Gute rere ‘ j OF ra hime Mile 
a 


contractor, who later 
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Argast keeps a jar of Candy 
heit inv the } we kee, 
occupied a he hows fixture istorne 
MMe made purchase in both the field and show os # 
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SPOTLIGHTING YOUR MARKETS No. 15 in a Series 


Brings you up-to-date on what you can sell to. . . 


The Electro-plating Market 


@ Plating shops, big element in metal producing and working industry, 
are a good market for supplies and apparatus. 


@ Plants range from small shops to large departments in industrial plants. 
Big buys: motor-generator sets and rectifiers. 


@ See the boss in smaller shops, the purchasing agent or electrical super- 
intendent in the larger ones. 


From small local shops 
to major plants 


Equipment is special 
for special needs 


HILE the hard-goods market holds to its high postwar rate, the metal pro- 
ducing and working industry continues in a leading position in the econ- 
omy. And with this industry has gone one of its prime elements, electro 
plating—putting the finished look on everything from automobile bumpers to 
refrigerators to jewelry 
Plating is a big (estimated at $300 million yearly) market, and it’s a varied 
one. The plating shop may run trom the “captive” unit, as the trade calls them, 
operating as part of the manufacturing plant, down to the thousands of in- 
dependents in cities across the country. In one manufacturing plant, 30,000 
auto bumpers are plated daily. In a typical small shop, new trophies and old 
jewelry may be the order of work. The bulk of the industry, however, takes 
in the captives and the larger independents, and is in the eastern-northern sec- 
tion of the nation 
Process metals vary, too——from aluminum, for metalizing and anodizing, to 
zinc, for rust protection. But the process itself is basic: an electric current 
passes through a specially-prepared chemical solution and deposits metallic salts 
on the base. The result is a cohesive coating, usually for protection against 


wear and corrosion, sometimes merely for decoration 


ELECTRO-PLATING plants are among the best markets for the electrical 
wholesalers’ salesman The processes are based on electricity, and lots of 
equipment—much of it large and/or specialized——is required to do the job 

The biggest item in a plating room is the source of de current. For the bulk 
of the work, either 4 motor-generator set, a steam-driven generator or a rectifier 
is used. In addition, storage batteries are sometimes used for precious-metal 
plating or for testing purposes. There's also a need for voltage boosters, and even 

in small shops—for bench-type rectifiers 

Added to these basic needs may be general electrical supplies and distribution 
equipment, especially for expanding or modernizing plants, plus ventilation 
lighting (especially for older, smaller shops) and sound systems 

Generally, the major pieces of equipment are built specially for use in 
clectro-plating, and salesmen selling them must have more than a general idea 
of plating shop requirements 

The plating department is sometimes overlooked during analysis of an in 
dustrial operation. The same, to an even greater extent, holds true tor the inde- 
pendent shops. Check the telephone book under “electro-plating.” Some of these 
shops hire up to 1,000 people and are good potential customers. Even if they're 
small, they may be worth a few extra calls 

Who-to-see varies with the operation. In industrials, the department boss, 
the purchasing agent and the electrical maintenance superintendent are likely 
bets. Larger independents operate much the same 
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Platers: Equipment for an electrical process 


MOST electro-plating plants use a driving generator fed by 
rather than steam-driven types 
Four 


commercial powe! 


types are normally used: shelf-excited shunt, self-excited compound, 


separately-excited shunt or separately-excited Compound. Choice of type depend 


on the work to be done, the area of this work and the speed of the bath, and 
each situation requires different generator characteristics Typical ratings for 
plating work are 6, 9, 12, 18, 25, 30, 40 and 50 volts, at ampere ratings rang 


ing from 500 to 20,000 


The speed at which the generator travels is the big factor, Because of the 


high currents generated, speeds are kept low to prevent excessive weal and 
damage. Typical speeds are 450-rpm at outputs of 6,000 amps at 6 voll 
while a higher speed unit of the same kw rating would travel 1,750-rpm at 


125-250 volts 


Auxiliary equipment required for most m-g sets includes motor-starting and 


protective equipment, and control panels 


ALTHOUGH both copper sulfide and copper oxide rectifier have been used 
the selenium type predominates today. While rectifiers won't completely replac« 
m-g sets, they are used extensively because of higher conversion efficiency, greater 


flexibility and lower cost and maintenancs 


The usual rectifier installation comprises a feed from an ac source through 
a fused disconnect switch to the unit. The unit itself consists of a primary 
voltage control, step-down transformer clenium rectifier elements, and muscel 
laneous controls and protective devices Ihe latter includes thermostat ove! 


load relay 
Maintenance of 
the fan motor 


and either protection against single-phasing or a warning device 
rectifiers is usually restricted to cleaning and lubrication of 
When repair is 


voltmeter 


required 


used for cooling handled in the shop 


instruments include a multi-scale a Clamp-on ammeter and 


ray oscilloscope 


NORMAI 


switches, etc 


industrial supplies wire and cable, control replacement ind part 
can be sold to electro-plating account 

often is old n 
efficient and unsightly, and management may be sold on relighting to 


I here ‘ al oa need for 


Lighting is a special sore spot in most plating shops. It 
mprove 
both work and working conditions work lights in many 
locations 
Ventilation is 


Though few 


1 problem, since metallic salts are a primary process material 


would consider air conditioning, there i market in thi 


shops 


for oscillating unit 


NEXT MONTH: The Milk-Producing Market 


field for larger-sized window fans and, in some cases 
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Motor-generator sets 
are big dc source 


Swing is toward 
selenium rectifiers 


Add: relighting, fans, 
range of supplies 
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We were sick of the price 


situation... 


and heavy taxation. 


Choked by the traffic 


strangle... 
and looking for 
new markets—that's 


SPEARHEADING the recent move which 
Uhr 


partner in the 


he says is paying off for Electric i 


Sidney Ubr, a firm 


RECENTLY completed a 

move from Philadelphia to Penn 

suuken, N J., that 
suved our business from being stran 
gled to death 


probably 


Why’? There were too many factors 
working against us in Philadelphia 
There, it was impossible to give the 


right kind of service to our Customers 
Since the move last February, we have 
toward a better and 
Ihe total 
but it was worth it 

the 
seven 


seen trend 


sounder business cost: 
$115,000 

Actually 
equipment 


end 


cost of transferring 
miles in one week 
$400. Our sup 


pliers were helpful, and provided boxes 


was only about 


in which we could pack many of our 
items 


Ihe cost of the new building was 
$100,000, Cost of new equipment and 


was about $15,000. The new 
building contains 13,500-sq ft and is 
325-ft lot, permit 
ting space for future expansion 

Faced Price Problems 
years prior to our move, the price situ 
We 
customers 


lines 
located on an 8&2 x 
For several 


ation became increasingly worse 
found that Philadelphia 
were less interested in service than in 
price. This, of course, is understand 
able when more than 60 competitors 
were vying for business 

Price-cutting by one distributor led 
to similar others in an at- 
tempt to stay in the race to keep cus 
tomers. We found it difficult to make 
a profit, and felt our purpose in busi 
ness was being defeated 

In the Philadelphia operation, we 
found that because of the large com 
petition, difficult to pick up 
good lines from manufacturers. You 
either had the good lines and kept 
them, or you didn't get them at all. 


actions by 


it was 


FROM 


We Made the 


a 


Uhr 


Electric 
d mn an 
ancient three-story building in downtown Philadelphia 


Quarter f 


supply 


were 


Our 
Being away from much of our former 


situation has changed now 


competition, we are getting a bustling 


counter trade. With customers coming 


into the supply house, we can mer- 
chandise better. We no longer are 
bothered with cutting prices and, in 


turn, can provide the necessary service 


a customer should receive 

We are able to give our customer a 
fair, price, make a 
legitimate profit. We benefit by 


being able to obtain new lines which 


standard and yet 


also 


our customers demand 
© Taxes Rugged 
son for the move involved heavy taxa- 


Another strong rea- 


tion in Philadelphia. First, we were 
charged a city tax based on the amount 
of our total volume yearly sales. An- 
other city tax was levied against em- 
ployes which amounted to one per 
cent of their salaries. In addition, all 


building Owners were required to pay 
a school tax 

None of these affects us in the new 
We now feel we ar 


area getting the 
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TO THIS Now, the operation is contained in a with future expansion available. Highlights at the new loca 
a main New Jersey tion include separate shipping and receiving docks, a lighting 


new building along v 


highway. Present facilitic permit parking for vehicles, howroom and counter area 


$1 1 5,000 Move’ te ~ S. Bush 


Separate docks for shipping and re telephone and outside salesmen. In the 


most out of each sale, and still con 


tributing to the growth of the com- ceiving facilitate the flow of supplies new operation, we are stressing counter 
munity in which we make a living Also, since the new building is located _ selling, and each sale is gravy because 
Customers who might have wanted along a main highway, customers will we had no counter trade previously, 
to do business with us in Philadelphia have no difficulty in reaching our sup So our Customers can save time and 
were hindered because of the traffic ply hous mileage, we are going to find out what 
tie-up and lack of parking facilities Because of our previous unfavorable they prefer to buy locally that they 
Because of heavy traffic in our old lo situation, we decided it was necessary now must purchase in Philadelphia 
cation, it was difficult for a customer to look for new markets. We not only With this information, we expect to 
to reach the supply house have maintained our same customer expand our lines to include such items 
In addition, only street parking was but have gained more in the new area is Welding equipment and power tools 
available in front of our old three-story At present, we have two delivery In time, we will check by various E 
building. There was room for only trucks. On erve the Philadelphia methods all prospective customers for % 
about two or three cars, and limited area; the other makes  deliverie credit. If we find their rating is good, oe 
parking requirements irritated the cus throughout the New Jersey territory we will send them introductory letters > 
tomers Since the move, we have been grati explaining their credit has been estab 
Access to the shipping and receiving fied by the increasing number of con lished with us. Even though they may 
area could be reached only through tractors who have been coming in to never have heard of us, many will feel 
a small alley at the rear of the supply make purchas At last, we are in a pleased we have gone to the trouble 
house. One dock served both functions, location where we are close to our of extending them this courtesy 
and only one truck could be accom customers, and where we can get to There are times when a new start is 
modated at a time know them personall nm sary for an electrical wholesaling 
© Expansion Possible Now, how © Stress Counter Sales—In the old  firm-——when its employees must have a 
ever, we have parking space for 75 building, there was not enough room fresh busine outlook. This was our 
vehicles, and have enough area to ex to accommodate counter trade. The ituation, and it was just what the 
pand the facilities when necessary. business consisted mostly of sales by doctor ordered 
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$115,000 Move (cont.) 


LIGHTING DISPLAY 


INSIDE The front of the supply house is devoted to lighting OUTSIDE—-Lamp posts in front of the building attract much 


fixture display which may be seen easily from the highway attention and are an aid in selling outdoor lighting. Lights 
in front of the building. Chimes and other related displays are left on until midnight. Often, people wh have seen 
also are included in this area them at night inquire about them the following day 


CONVEYOR 


ToP Included in new equipment to facilitate warehouse op BOTTOM A reversible motor enables Piacentepic to com 


erations is an electric conveyor. Here, warehouseman joseph supplies from the first floor to the basement. The conveyor 


Piacentepic receives equipment from basement is near shipping and receiving doors for convenience 
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ENTRANCE 
| COUNTER SERVICE 


CR CUSTOMERS 


From the Move’ 


PROMOTIONAL APPEAL to customers ay 


pear above door eading t counter ale 
area located on ne building 


COUNTER SHIPPING AND RECEIVING 


rea 


| 


4 
— = 


A SEPARATE entrance to the counter area is provided near TO FACILITATE the ( 
the parking lot. Inside, a dispenser for coffee, tea and hot rece ng areas are 
chocolate is available t customer ( mter ale mean profit lel pt 


because of the absence f inter selling at old catior 


CONDUIT RACKS CONVEYOR AND SHELVING 


= 
- 


ADEQUATE SUPPLIES «! 
ment 
ditterent size f conduit 


CRAVITY 
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THE SALESMAN’S TECHNICAL NOTES 


No. 31 


RIGID METAL CONDUIT 


provides 


«mechanical protection for comtiuctors 
from electrical shock and rire 
-convenment passage lor 

70 (risuare these 
the Mationial Code con- 
erming THe use of rigid metal condurr 


LOCKNUTS 
conduit fo x 


CONDWT FITTINGS 
Of Miany types are 
avatlable for changing 
dAtrect/or of 
SAM, 
pullin ki tn 

Jo offer 
GNICES, Aria 


eguiprie 


A pnaximuam of four guarrer- 
or /s per- 
ag 
fare betweert 41 or 


piiffea 


outlets. 


BENDING 
acos7? 


A of F 
perawred 17) any sirgle 
conducl 


THREADED COUPLINGS gre 
ased fo sorr? success/ve 
of comdarh 


A 


AS 


BUSHINGS Gre 
“Pere 
a errt- 


oy jmearts or 

c 

LETIAETS. 


70 1nsure Te 
conductors pultirag Ade So 
reduced interr7a/ 

Jo Pave asradias at 6 
the snterria/l Mamerer of 


Both ends must = 


be seamed so 
es - 
or fhe 
Conducrors. 


Standard fangths 


Vapered yhreads 
779. 
of Lefween 
conan if ane 
COWK S, 
oe. 
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Pinpoints the Information You Need on. . 


By J. F. McPartland 
and W. J. Novak 


CCORDING to the National Elec 
trical Code, a raceway is any 
channel used for holding wires, 
cables or busbars, which is designed 
and used solely for this purpose. A 
raceway may be constructed of metal 
or insulating material. The term race 
way includes: rigid metal conduit, 
flexible metal conduit, electrical metal 
lic tubing, underfloor raceways, cel 
lular metal floor raceways, surface 
metal raceways, wireways, busways 
and auxiliary gutters. Each type of 
raceway has particular construction 
characteristics and application advan 
tages. Although busways are classified 
as raceways, they contain electrical 
conductors as integral parts of their 
construction and constitute a separate 
technology 
Raceways are used to enclose wires 
and cables for several reasons. First, 
raceways provide mechanical protec 
tion for the wires and cables. They 
prevent accidental damage to the in 
sulation and conductors, assuring long 
life and reliability of the wiring sys 
tem. They also protect the wiring 
against harmful atmospheres and tam 
pering Another function of raceways 
is to provide electrical safety to both 
persons and property Metallic race 
way systems are bonded together and 
grounded to protect against electrical 
fault conditions and such hazards as 
lightning. In the event of fault in the 
wiring system or in the equipment or 
load devices used in the system, 
grounded metallic conduit will carry 
the current to ground, operating the 
system's protective devices—fuses or 
circuit breakers. Non-metallic race 
ways provide insulation and protect 
against exposure to dangerous voltages 


due to fault conditions 


Rigid Metal Conduit 


The best known and most widely 
used raceway for industrial and com 
mercial wiring systems is rigid metal 
conduit. This type of raceway is made 
in the same sizes as standard pipe 
The National I lectrical Code 1 ‘quire 
that rigid conduit be made in lengths 
of 10 feet, including coupling. A 
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length of rigid conduit is supplied 
with a coupling on one end and a 
special cap on the other end to pro 
tect the threaded end against ac 
cidental damage due to handling 

Rigid metal conduit may be made 
of steel, copper alloy or aluminum 
according to processes which give the 
finished conduit the necessary charac 
teristics for electrical application. Each 
threaded length of rigid conduit ts 
given a finish which protects the con 
duit against weather and other at 
mospheric conditions. Steel conduit 
may be galvanized—-either by electro 
galvanizing or hot-dip galvanizing 
or sherardized. These finishing treat 
ments are based on the desirability 
of coating conduit with zinc. From 
tests and experience, zinc has been 
established as a highly durable coat 
ing which protects steel against at 
mospheric conditions, both indoors 
and outdoors. Application of zinc to 
rigid metal conduit by the processes of 
galvanizing or sherardizing is followed 
by an inside coating of varnish, lac 
quer or enamel to readily distinguish 
the conduit from other types of pipe 
used for non-electrical applications 
This inside finish provides a smooth 
surface which greatly facilitates fish 
ing and pulling of wires in the conduit 

Enameled rigid metal conduit is 
another type of coated electrical con 
duit. The enamel coating is applied by 
dipping and is baked to provide a 
tough, smooth finish. Enamel-coated 
conduit has its threaded ends pro 
tected during the enameling process 
It may be used only indoors in dry 
locations 

Electrical code requirements for 
rigid steel conduit establish the mini 
mum conditions for application and 
installation Typical provisions of the 
code are as follows 
© Rigid metal conduit may be used 
in any type of building or occupancy 
under any types of atmospheric con 
ditions, except that steel conduit pro 
tected from corrosion only by enamel 
may only be used indoors in dry 
non-corrosive itmospheres 
e Conduit and fittings exposed to 
severe corrosive atmospheres must 
have construction and finish suitablk 
for the conditions and capable of re 
sisting the corrosive influences. Or 
cupancies where severe corrosive con 


ditions commonly exist are: meat 


packing plants, tanneries, hide cellars 


fertilizer rooms, some chemical plants 
metal refiner pulp and paper mulls 
@ Conduit used in cinder fill must be 


located 18 inches or more under the 


fill or must be protected on all sides by 


i laver of non-cinder concrete at least 

inches thick, unk the conduit ts 
corrosion-resistant and suitable for use 
in or under cinder fill where subject 


fo permanent morstur 

@ Installation of conduit in wet loca 
tions and place : vhere valls are 
washed frequently must be carefully 


made to prevent water from entering 


the conduit system 
e The minimum allowable size of con 
duit is set at the nominal inch 


trade size with the xception of con 


duit used for certain underpl ister 
extensions of an electrical system and 
conduit used to enclose the leads to an 


individual motor 


e The code clearly regulates the num 
ber of conductors allowed in conduit 
lables 4 ind Y of chapter 10 in 


the back of the code book, set forth 
the maximum number of conductors 
of the same sive which can be used in 
the various sizes of conduit. To de 
termine the maximum number of con 
ductor of varying sizes which can be 
used in a conduit, code Tables 11, 12, 
and 13 are used as described in the 
code, Both of the foregoing provisions 
ipply only to new wiring installations 
For pulling new wires in existing con 
duit-—in electrical modernization work 

a greater fill of the conduit cross 
section is allowed as indicated in cod 


lable 11 I ing the increased percen 


tage of conduit fill, the illowable 
number of conductors for any conduit 
is readily determined from Tables 12 
and 13 

e The maximum number of conduc 
tor allowed in onduit for general 


use is nine. More than nine conductors 
ive ullowed howevel in a conduit 
hetween a motor and its controller, 
for stage pocket ind border lighting 
circuits. for sien flasher for elevator 
control wiring and for X-ray wiring 
e A run of conduit between two out 
lets tw fitting or in outlet and a 
fitting ma not contain more than the 
equivalent oft agquarter hends (a 


total of 460 degres 


Next Month: Raceways—tl 
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At Graybar-Newark's Open House .. . 


A Touch of Humor... 


wT 
Did you ever 


THERE'S ALWAYS something left 
of it. Irv Tower who helped on open house a 


ern district promotion manager, took this view of rec 
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HEN Graybar-Newark moved to 
its new house (/eft) in April, it 
used the occasion for two-in-one 
industry publicity 
One angle was the customary open 
house on May 10, with 700 guests on 
hand to see the new plant and the 25 
manutacturer-agent exhibits of top 
Graybar lines. The other: the first 
northern New Jersey showing of Gen 
eral Electric's new Power-Groove” 
fluorescent lamp (EW—May ‘56, p. 7) 
The new lamp was previewed to the 
press and industry in New York in 
April. Deciding to put its Newark 
open house to double duty, Graybar 
asked GE if it might be exhibited 
there. The answer was yes. Among the 
interested viewers at the booth (lefr): 
E. R. Yonkers, Graybar’s new Eastern 
district manager; Ken Larbe, GI 
Large Lamp division; Frank Sweeney, 
Graybar-Newark manager; and Gene 
Bataille, manager, lighting sales, Gray- 
bar-Newark 
The new warehouse, located at 50 
McWhorter St., contains 50,000 sq. ft 
of floor space on its one floor, accord- 
ing to Manager Sweeney. Its features 
include a brightly illuminated general 
office, with a combined office and 
conterence room for the manager. 
There's a lunch room for the office 
staff, plus a locker room for the men 
and a lounge for the girls 
Graybar-Newark’s shipping dock 
runs the length of the building, with a 
parking area there and another along 
one end. The counter may be reached 
either through the office or from the 
dock. The warehouse provides twice 
the storage space of the firm’s former 
building 


And 25 Exhibits 


COMPANY display was one 25 at open | Sylvia Fami 


gletti, Graybar hostess, shows : etin t ‘er arson, vice 


president and general manager 
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Light for Living sells more 


New interest in better lighting sets 
up big profits for you 


Now is the time for you to cash in on the big new 
Light for Living advertising program. In conjunc- 
tion with the Live Better Electrically activity, Light 
for Living is being promoted nationally in magazines 
and on tele vision | ighting is gaining a new inpor- 
tance in the mind of the consumer. And home owners 
are becoming increasingly aware that fixtures play a 
key role in good lighting good decorating 


[his can mean big new profits for you. Not only is 
the new home market booming, but 1956 is proving to 
be the biggest year yet 


in the home modernizing 


field. Are you getting § th with LIGHT 
your share of this grow- % ie FOR LIVING 


4 
ing business? 
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fixtures —in any price range 


Complete fixture sales kit shows 
you how Light for Living can sell 
more fixtures for you 


More and more home owners are demanding Light for Livine. Her i complet 
Light for Living Fixture Sales Kit to help you deliver and install more | res in 


more homes. Send for it today Help your customers to better lieht Help your 


self to better fixture sal 


In the interest of better home lighting fixture sales—to help distributors partici 


pate profit ibly in the Live setter Electric illy program the Light for Living Fix 


ture Sales Kit is being offered for less than the cost of printi $1.00 complete 


Here's what the kit contains 


MERCHANDIGING GUIDE 


NOW TO DECORATE 
RATE AND LIGHT YOUR HOME 
\ olt-covered in 


abridged edition of the 


en method 


i nt inventors 


establi ne better basi 


book that ly eller at tow h mreasi unit sale 


merchan 


maact 


DISPLAY GUIDE Dis. 

his book tke whit for iving under ities in the | ne 
tandable an practical t the homemaker & fixture field i pooled 
first chensive fixture 


ee LIGHTING FIXTURE 


Guioe 


you how to assemble tixtures hari 
ADVERTIGING GUIDE 


WALL LIGHTING GUIDE wivertising 


nea sale i tfor! 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


* «+ CLIP THIS COUPON AND MAIL IT WITH $1.00 TODAY :« - 


Genera! Electric Company, Large Lamp Dept. EW-7 
12, Ohio 


Nela Park, Cleveland 
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cl G Ventura kan 


Streamline inlet gives higher efficiency, 
quieter operation 


This is only one of many engineering and design 


features which make American Blower Ventura 


bans a popular choice for all types of commercial 

and industrial applications—from cafeterias and 

laundries to sales rooms and warehouses 
Ventura Fans operate quietly as they whisk 


away stale air or fumes: have certified ratings: 


come in a wide range of sizes and models. Fact 


iss American Blower has a comple te line of pro 


peller fans—as well as blowers, attic fans, and 


home ventilators a vood reason why it pays 


to sfandardize on American Blower. 
Why not call our nearest branch today for full 


4 
\ 


IT PAYS TO STANDARDIZE ON 
THE AMERICAN BLOWER LINE! 


e Ventura Fans for efficient commercial and indus 


trial ventilation; propeller type; 10 to 72 inches 


Certified ratings 


@ Utility Sets for general supply or exhaust duty, Rat 
ings certified; self-contained. Sirocco wheels, 3 to 36 


inches 


@ Aeropel Home Ventilators for use in kitchens, 
bathrooms, recreation and laundry rooms. Attractive 


design; quiet; easy to install 


a Attic Fans for comfort cooling at low cost in homes 


apartments hotels. Ratings certified; vertical or hori 


vontal models, 


AMERICAN 


Division of Amemcan - Standard 
AMERICAN BLOWER CORPORATION, DETROIT 32, MICHIGAN « CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 
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Flanking new president, Ralph 
J. Brown (center) are (|. to r 
George Albiez, J. P. Hamblen, 
WwW. 8B. Meek and George W 
Provost, Jr.—regional v.p.'s 


New NAED officers huddle for another challenging year. 


NAED Talked Business 


—With Pleasure 


Wholesalers attending the 48th Annual Convention of the National 


Association of Electrical 


Distributors wasted no time in getting 


down to cases as speakers hit all major problems with new ideas 


44) ET’S talk Business the theme of this year’s 48th 

annual NAED Convention—was apparently adopted 
without reservation by everyone attending the Atlantic 
City conclave. 

Distributors, manufacturer's salesmen, agents, the 
programmed speakers and presentations all seemed to 
have one aim—-getting down to the brass tacks of track 

Action typified the five-day meeting—-whether it was 
in actually doing business or in discussing the big in 
dustry problems and their possible forceful solutions 

As one distributor said, “I came down here specifically 
to see four people. By noon of the first day, I'd seen 
three of them and completed business deals 

And another wholesaler’s graphic comment on the pro 
gramming: “Frankly, I came to the first session with my 
newspaper under my arm—but | never did get to untold 
it for the whole five days 
e Early Birds—Roughly 1,800 registered for the meet 
ing and the distaff side was also well represented with 
250 wives signing in. Registration got off to an early start 
with 541 checking in on Sunday night, the lOth, and 901 
rounding out the total on Monday-——the first full day 
of activities. Final total: 2,000 attendees 

Elected president at the convention was Ralph J 
Brown, of General Electric Supply Co., Bridgeport 
(seated in center, photo above). Also pictured above are 
the new regional vice presidents, George Albiez, Engl 
wood Elec. Supply, Chicago; J. P. Hamblen, Southern 
Elec Supply, Houston W. B. Meek. Wesco Los Angcles 
and George W. Provost, Jr., Doubleday-Hill Elec. Co 
Pittsburgh 
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Outgoing President Lester |} Barrett cked off the 
first session with an addr which stressed th infer 
ce pendence of the electrical industs veneral and the 
full recognition by the electri distributor of his rok 
in that interdependence 
e A New Look—Mr. Barrett emphasized the importance 
of an appraisal of busin tributor and 
everyone else concerned tn 

When one busin i oO} rdependent on the su 
cess of the other” he declares who COMpors 
these business« must be ime i ested in the 
welfare of each other, If nn iwh standard 
of rules to live b imply | juse it is etl l, then per 
haps we must accept then CCAUs just good 
business 

Executive rector was the 
next spe aker In hi report ) ced } the 
Amer ind continually grow 


ing produc tion of merchandis the 


problems of getting 


right time in the right quanti 
difficult unless the distributior 
with production 

Here's what necdes opinion 
birst of distribution 
must be profitable 


ontinued 


cvery possibl 

be rendered better and 

Changing Attitude 

that “In our own electrica nalust ‘ notes 

change im attitud f n th wholesale di 
Continued on nest page 


inte 
: 
ie 
ig 
sue 
ily 
he 
out 


..About Ralph J. Brown: 


AED's newly elected president, Ralph J. Brown, was born 

and reared in Lynn, Mass. He attended Burdette Business 
School and Northeastern University 

From 1910 to 1915, Mr. Brown gathered experience in 
the shoe, cotton mill, wool and hides businesses. In 1916, 
he was employed by Pettingel Andrews Co., Boston—one of 
the early electrical supply jobber which subsequently became 
a part of the General Electric Supply Corp 

In 1929, he was transferred to the general office of that 
corporation at Bridgeport, Conn., as manager of radio sales: 
later manager-appliance sales and later, vice president. When 
General Electric Supply became a division of the General 
Electric Co. in 1955, this corporate title was discontinued 
and Mr. Brown's present title, manager-marketing for the 
division, was assigned him 


tributor. We recognize that manufacturers are taking a 
new look at the traditional methods of distribution 

so that we find today many manufacturers seeking dis 
tribution through the electrical wholesaler who previously 
had no experience with this method of distribution 
Some, we find, are shifting a number of products and 
accounts they used to handle direct—-into the electrical 
distributor channel.” 

Mr. Hooper then highlighted some of the major trends 
that, “in the carefully considered judgment of the dis 
tributors, are not in the best interest of the economy.” 
They were 

e The need for recognition by distributor and manu- 
facturer of the vital part the wholesaler’s warehousing 


operation plays in providing a time place-quantity value 


for electrical products 

e The need for a reappraisal of the value of the full- 
functioning electrical wholesaler’s performance as against 
the partial services offered by half-steps in the trade chan- 
nel 

@ The need for recognition that in some instances 
a manufacturer will permit his agent or salesman to 
assume some of the distributor's functions. While ap 
preciating help from the manufacturer, said Mr. Hooper, 
the distributor feels it is a disservice to him to have any- 
one hold himself out as an agent of the distributor, 
quote prices, attempt to make sales for the distributor, 
or perform any other distributor functions, unless that 
person has been specifically authorized by the distributor. 

e The need for recognition that brokerage operations 
und the wholesale distribution business are both of value 
to this nation’s commerce, but can't be compatible in 
handling the same products 

@ The need for a study of obsolescence in the electrical 
goods field. The manufacturer could be helpful to the 
distributor by helping him move obsoleted items to areas 
where the older equipment is still in demand 

e The need for courageous individual action by in- 
dividual manufacturers to eliminate products that do not 
serve a useful purpose and are continued in the trade 
channel at great cost to everyone 

The executive director concluded with a call for 
better understanding among the segments of the industry 
aus a first step toward improving movement of America’s 
swelling production 

Never have the opportunities been better to sell our 
electrical products and service,” he declared. “This 
should be an era marked by the greatest sale of elec 
trical products in the history of the industry. It should 


also be an era of satisfaction for the manufacturer—the 
distributor—the contractor, and the dealers engaged in 
selling and utilizing electrical goods 

© Many Awards—Among presentations then made at the 
convention were 

e The James H. McGraw Award for Electrical Men 
This was awarded to Robert M. Johannesen president, 
Johannesen Electric Supply, Greensboro, N. C. (see story, 
page 63) 

e For Junior Achievement: The J. A. Appliance 
Co., Whitting, Indiana, won the 1956 Electrical Award 
for “impressive production and sales records for its 
product—an automobile trouble light.” Incidentally, 
Francis E. Stern, immediate past chairman of the junior 
achievement committee of NAED, was also awarded 
a special bronze plaque for his past work by Junior 
Achievement, Inc 

@ Honorary Life Memberships were awarded to 17 
former active members of NAED (see page 68) 

e Electric Housewares Distributor Promotion Plaque 
was presented to’ Everybody's Supply Co., Philadelphia 
by D. L. Alfred, Chairman of the NEMA section 

Wednesday morning, conventioneers found a_ full 
scheduled morning session and one which caused much 
favorable comment 

Western Region Manager W. M. Jewell presented a 
report from the coast which aroused much interest 
Aided by several attractive assistants, he explained the 
plans already being worked out for the 1958 Conven- 
tion to be held in San Francisco 

Following his report, R. E. Boian, manager of G. E.'s 
“Live Better Electrically’ 
what the program aims to do, how distributors can 
help and benefit by so doing 
e Powerful Presentations——[he highlight of this ses 


sion was a double-barrelled presentation aimed specif 


project demonstrated 


ically at distributors’ biggest problems today. One was 
the “Minute Men” panel. Chairmen of 25 NAED 
committees spoke briefly and pointedly about their 
respective interests in a face to face report. Details on 
this panel are On page 64 

The other high point took the shape of a hard-hitting 
comprehensive slide presentation. Its tithe The Ten 
Basic Steps to Better Distribution The showing was 
conducted by NAED operating cost consultant, L. M 
Nichols and Executive Director Hooper, who announced 
that the steps will serve as a basis for development of 
the association’s 1956-57 program 

The presentation was built around these ten steps 
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NAED’s New President 


His association with NAED dates back too many years to 
remember It involved service to the association on many 
commodity committees, the board of governors and the 
executive committee. Prior to his election he was a member 
of the executive committee and vice president of the Eastern 
region 


Mr. Brown's business career has been devoted to dis 
tribution a : busines a science and an art. But, as he 
say most important in any man’s life is his family 


Io and from his home in eastern Connecticut comes mail 
from Buffalo, Boston, El Paso and Washington, where his 
three sons and daughter are located 

R. J. Brown's career has been devoted to electrical dis 
tribution as a business, a science and an art. He brings to 
the NAFD pre sidency broad ¢ Aperience in the industry 


1. Distributors need to launch an aggressive Campaign 
to show manufacturers and customers why the dis 
tributor is an essential element in the electrical trade 
channel 

2. Distributors need to teach the electrical industry 
how it can make better use of the wholesaler to benefit 
producers and customers 

3. Recognition that all costs in an electrical distributor's 
house are not necessarily the obvious ones and that the 
current program to improve efficiency, reduce costs and 
streamline operations covers every phase every depart 
ment, every activity of the wholesale distributing business 

4. Clerical work production and methods need to be 
improved through simplification, work standards and 
better training and supervision ot employees 

5. Adequate and economical financing is needed as an 
essential for better distribution 

6. There is a need for simplified stock card records 
that can give efficient stock maintenance and control 
plus additional functional services 

Distributors need to fulfill the warehousing function 
cornerstone of their business 

&. The distributor needs to make a full re-examina 
tion of his credit function 

9 Distributors need to fulfill their fourth major func 
tion——communicating helpful marketing information to 
manufacturers. For editorial comment, see page 37 

10. There is a need for a firm, well-defined, well 
controlled company policy for sales, credit and buying 
n every wholesale establishment 

Thursday, June 14th was windup day at the con 
vention but there was still a large audience to hear P 
Howard Farley, NECA sales promotion manager speak 
on “What's Your Business? Prof. Raymond Rodgers 
New York University on “The Economic Climate in the 
Months Ahead F. R. Barnett on “National Survival 
Business”: and K. E. Greene, NAED 
education committee chairman on “Plans for the Future 


1s Everybody 


(see page 65) 

waited to check 
out? “It's been a very good meeting,” said on Plenty 
of tood for thought said another Very hardheaded 
hasic said a third distributor 


What did conventioneers say as they 


But perhaps the most apropos comment was this 
You can’t measure a convention by the profits—ther 
aren't any, directly. This has been a good one. Ther 
i new sense of cooperation in our industry and maybe 
all of us will take home a better sense of ethics 


What more can you ask?” 
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McGraw Award to Bob Johannesen 


M JOHANNESEN, president Johannesen§ Flectric 
7 ( Inc Greensboro, N. ¢ was the recipient of the 
Distributors Medal and Purse, given under the James H 
McGraw Award for Electrical Men. Mr. Johannessen served 
as NAED president in 1953-54 

He received the Award from 194% winner b. BK. Ingraham 
(above. left) for his efforts toward identifying the essential 


functions of the clectrical distributor in the economy and 


bringing broad recognition to the indust: from all phases 
of commerce 

The task presented many problem the itation read 
The NAED itself was in danger of bei weakened by 
diversity of opinion within if rank regardin 
major commodity group 

Mr. Johannessen wa onvinced that an industry was great 
only when the performance of tl functor } those im 
dividual elements comprising it vordinated in commor 
interest 

His first objective was to brit NAED back to the tradi 
onal concepts upon which it founded 

From this he reached out will undertakit 
a study pinpointing the ident ‘ 
Through the tion nal 1 as 
tensive surve to which distribut from all parts of th 
ountry responded and expressed of ‘ ‘ matters of di 
tribution and association work. It | that 
the problems of the industi m iartor mbers of 
NAED alone he per onally ontacted ther distribute ina 
manufacturers intimate! or ned th «ist ition matter 
for their view ind j tir 

A new association program, a may nf 
i lear philo opt y resulted tre } ef nt 
of aggressive action wa farted pt identity of 
the true electrical distmbutor out throughout 
busine inal inclust 

Ihe Award w tablished 40 te Jam 
Ho Meira found of Mc iH ( 
Ir Several awa ! cd 
purse sio0 f of tw 
the lectrical md ind in 
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‘Minute Men: 


ighlights of 


In short, to-the-point talks, 
NAED’'s committee chairmen reported on their work. 


Standardization In Order 
C. O. Stoike, Fan and Ventilating 


Here are the highlights of our 1955 meeting recom 
mendations 

e The committee recommends the development of one 
type of performance rating relative to air delivery rathes 
than the present confusing ratings 

e Simplification and shortening of catalog numbers 
particularly on the ends as well as the sides of cartons 

e Distributors are urged to add to their staffs a trained 
fan specialist to do a more intelligent job of recommend 
ing and selling fans 


Need to Strengthen Operations 
Joe Mevis, Conduit Fittings and Boxes 


The committee recently sent out a questionnaire to 
manufacturers in efforts to locate where distributors are 
weak in their sales efforts. The analyzed findings will be 
sent out later this year to both groups 

Ihe committee has also discussed the problem created 
by distributors who place inordinate demands on factories 
to fulfill funetions that should be carried out by distri 
butors Certainly all distributors would agree that they 
should be properly compensated for the functions they 
perform. By the same reasoning, distributors or organ 
izations that do not perform wholesaling functions are 
not entitled to the same compensation as those that do a 
full-fledged job 


Getting Local Action 
I. W. Lauer, Industrial, Com’! and Outdoor Lighting 


The National Certified Lighting Program is proving 
very successful in many cities. But, in some areas, tt 
haus been difficult to arouse all of the segments of the in 
dustry at the local level 

There is a continuing need for a clearer definition of 
the “or equal” clause in fixture installation contracts 

We have asked that all ETL reports on fixtures be madk 
available to NAED headquarters 

Because of the many fixture lines, many distributors 
ure having trouble maintaining adequate stocks, We ask 
the membership to take careful note of this problem and 
establish closer liaison with their suppliers to avoid stock 


unbalance and many small direct shipments 


Progress on Problems 


C, EF. Butler, Jr., Wires and Cables and Armoured 
Conductors 


We're making progress on these important problems 
reels, in conjunction with manutacturers: nomenclature 
in cutting down on confusion and errors; and in warning 
distributors about green wire, which ts approved only for 
grounding by the National Electrical Code 

The committee urges members to watch closely the 
quality of the wire products they buy, especially in regard 
fo oul-ol-center 


Research Objectives and Projects 
S. V. Reiss, Distribution Research 


In our determination to conduct special studies of all 
factors and functions related to the electrical distribution 
business, we will cover such subjects as: general admin- 
istration, office management, credits and collections, mar- 
keting, sales, warehousing, purchasing, and manufactur- 
er relations 

Among the special distributor studies under consider- 
ation are: trends of products handled, functional opera- 
tions, manufacturer-distributor relations, growth of man 
ulacturers, growth of manufacturers’ and agents’ ware- 
house stocks, and increase in the number of smaller-sized 
distributors 


More on Warehousing 
Edward F. Anixter, Warehousing 


We urge the membership not to let the Warehousing 
Manual gather dust in the files but to use the tools— 
ideas on layout, materials handling, warehouse manage- 
ment—to improve your own operation 

The committee is now thinking about getting out 
additional manuals similar to this one. The next manual 
that we would like to publish is one on the general office 

including procedures, equipment and practices. More 
will be forthcoming on this subject 


Cooperation on Sales Training 
A. M. Reeder, Low Voltage Distribution Apparatus 


We have discussed with manufacturers the commend- 
able job they have done in providing distributor salesmen 
with product and sales training. We have urged, however, 
that, because of the distance and time involved, consid 
eration be given to organizing these courses on a district 
or regional basis rather than at the factory 

Ihe committee also believes that product training for 
all distributor personnel 1s invaluable, and should be held 
whenever possible at the distributors’ place of business 

In regard to obsolescence and the multiplicity of items 
in this field, we urge manufacturers to give reasonable 
advance notice of new items that will obsolete others and 
to work closely with distributors in moving these obsol 


escent items 


Future of Electric Heating 
Robert G. Ely, Jr., Electric Heating 


In those areas where electric heating ts relatively new, 
we feel the industry should proceed with great care to 
establish a good reputation tor this important new com 
modity. In this connection, we urge all distributors to 
train one of their men as a specialist in this line, to pro 
vide salesmen with up-to-date technical and promotional 
information and to act as liatson with the manufacturer 

The committee believes that the sales potential for 
clectric heating is very great, and advises all distributors 
not now handling it to consider the addition of this line. It 
was believed that those distributors in this fast-growing 
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logical outlet for 


market will become recognized as the 


the distribution of this commodity 


New Reporting Service 
George Albiez, Operating Cost 


It's a pleasure to report that the Association now ts 
preparing a new service to members. We are asking all 
members to cooperate in reporting current significant 
operating figures expressed in terms of percentage change 
from the previous years similar period 

Ihis report will include the gross margin, expense, net 
income, owned merchandise and receivables, All will be 
indicated in percentages. It's an opportunity to measure 


performance against national average 


Trends in Portable Appliances 
Abe Cohen, acting for George Weintraub, chairman, 
Portable Appliances 

Here’s what 70 distributors, spotchecked by NAED 
had to report on first quarter 19S6 activities 

e Fight discontinued housewares because it does not 
pay to handle them 

e 18 reported that sales were down. Reasons given 
included: competition from stamp plans dealers’ dis 
approval of lower margins; lower prices than dealer costs 
by larger organizations de emphasis due to instability in 
market; and lower billing because of lower prices 

e 15 reported no significant change 

e 18 reported increased sales over first-quarter-1955 

Other questionnaire results 

e Distributors reporting volume increases said profits 
were down 2'% 
e 54 distributors said that they have been unable to 


3 per cent 
reduce their housewares’ handling costs 


Call for Catalog Help 
H. D. Roden, Catalog 


All manufacturers can help their distributors by pre 


IN ADDITION to its customary service for NAED conver 


tioneers—furnishing the register of all attende¢ PLecrRical 


WHOLESALING was on the spot in both body and spirit at 
Atlantic City 

Perhaps the spirit was the most evident. Take this intro 
duction of Joe Mevis, Nunn Electric Supply Corp., Houstor 
during the Minute Men talk (above) 

President Barrett The next chairman also is known a it 
author, having written an article recently for a national 
trade magazine entitled, “The New Shell Game—Who's Got 
the Warehouses?’ He is ; 

The article appeared in FW's May issue, page 6% 

Or this excerpt from a talk by T. H. Wells, Jr., Well 
Electric Supply Co., Inc 
Ihe very fact that recently there have been numero 


Birmingham 
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Here are the high spots, as excerpted by EW. 


There in Body and Spirit 


italog tor use by the 
handbook 


It is foolish to expect the saleman to do an efficient 


paring and issuing a condensed 


distributor salesmen in his sak 


job of selling if he doesn't have the proper catalog in 
formation. It is also foolish to expect him to carry a 
complete catalog for every manufacturer he represents 

This committee feels it is the duty of the manufacturer 
to publish a condensed catalog for the distributors 
salesmen This catalog can be prepared im accordance with 


the specifications of this association 


Simplification is Suggested 


L. Justesen, Wiring Devices, Fuses and Signalling 
quipment 


Here are the highlights of our discussion: 
@ Ih multiplicity of items in the wiring device field 


Ss a distributor problem. We believe that manufacturers 
should be encouraged to implifty their lone ind that 
distributors should control as far as possible their own 
duplications in inventory 

@ The committee commends manufacturers for the im 
provements made the labeling of pach ips md om 
packaging itself. It was suggested that a more universal 


size of cartons tor related item vould be helpful 


Career Booklet Coming 


Frank Platner, acting for K. F. 
beducation 


Greene, chairman, 


We have been working on a preliminar dratt of a 
brochure Careers in Electrical Distributing It will 
the elec 
opportunitic ind how to find employ 


deseribe the distributor's job. the potential « 


trical industry 
ment 

Next year 10.000 of these booklet will be ent out 
hy headquarter to high school vocational school inal 


coll vcs 


apr ion ol ‘ maw pr ny i 
riicl im th rad tt 
meeting of the mind mong the girnent or tte 
residential lighting ind i" 

One such article was FW Lets Sell Lighting With Hor 
Price March issue, pag () 

As for EW presence in bod the we on hand 
to cover convention meetit onalit wkground 
Working from Koom 119 of TI Amt j this eight 
page chon was prepared wi of Wid ‘ won 
Picture were taken and pri New Yorb 
for cngraving opy writter im 1 the print 

Philadelphia 

I hee ult if onvent t im the ral ‘(iw 

ud mt it 


he 
i 
| 
| 
65 


On the Boardwalk ... 


Some Views of Business 


Here, ELECTRICAL WHOLESALING's camera presents candid 


ON BOARDWALK are Mr. and Mrs INDIANA member H. E. Rasmussen re CHECKING schedule are Mr. and Mrs 


Robert f ly Jr Chattano« ga laxes with niece, Mr Wm. Rasmussen Ronald Davi Roch ter ‘ Y 


RELAXING on boardwalk are Philip Furbay (left), Canton, MIDWESTERN members are C. D. Bennett and E. R. Jorgen 

Ohio, and Arthur F. Loeb, Jr., Columbus sen, Lincoln, and K. G. Jensen, Council Bluffs, lowa 
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and at the NAED Harvard Reunion 


nd Pleasure 


photos of distributor delegates at the convention 


DISCUSSING conventior ‘ are MASSACHUSETTS mem 
K 


E. Greene and W. R. Reid talks with Robert Th { 


EXCHANGING views are lack Whitford and W. W. Metzen 
thin. Left to right are Mrs. Metzenthin and Mr Whitford 


ENJOYING refreshments are |. R. ¢ 


widiess, Newark and Carl Sandberg 
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ember A lard =BROTHERS at meeting are Anthony and 
Los Angele ca, Ne tle. Pa 
j 
4 
ady, Louisville; W. A ss 
Cleveland 
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NAED Convention (cont.) 


SALES MANAGER A MM. Orsburn, Arkan DISTRIBUTOR Ben Weil talks with W. F MODELING prize he won at Harvard 


sas Electric Co checks registration Barne* National Electric Product Corp course reunion i Irving Kurland, Phila 


who attended Warvard course RELAXING after session are Paul O. West, Doubleday Hill 
Mrs. Louis Nichols, Mrs. Jack Electric Co.; W. G. Wiebell and A. H. Stubbers, Ilsco Corp., 
Clyde Andrew and Thomas |. Farrell, Farrell-Argast Electric C 


ELECTRICAL WHOLESALING—July, 1956 


i 
5 
NORARY life members of NAED are introduce 
* 
d 
at convention. 
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shay, Mrs. B. F. Toney and 
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LONG-LASTING PROTECTION 
FOR YOUR OVERHEAD SYSTEM 


with 


head equipment. This complete 


simplifies your stocking problem 


needs Like all 


Type GTC 1 Type GTC 2 Copper Bonded Type GUV 
One plote tower Two plate tower Pigtail U-bolt ground comp 
ground clamp ground clamp poratlel of 90 
Steel Driving Stud 
for Sectional 
Ground Rods , 
. Blackburn grounding devices will save 
: you thousands of dollars annually in 
preventing burnouts of expensive over 
line 


one 


source for all your 
BLACKBURN products they are con 


structed of high-strength corrosion re 
designed for easy 


Type GG 
Ground Rod Clamp 
Socket set screw 
sistant materials 


CopperBonded Copper Bonded 
installation and engineered for long 


Coupling Sectional Regular 
for Sectional Ground Rods Ground Rods 
lasting, trouble-free grounding. Always 


Ground Rods 
specify BLACKBURN 


Available Through Electrical 


Type GGH 
Ground Rod Clamp 
Square head bolt Wholesalers Everywhere 
OISTRIBUTED 


KORTICK MFG. CO. 


Copper Alloy 


On THE WEST COAST 6Y 


Type T GP 106 
ype vr ST. LOUIS 6,M 
om 
Sqvere heed bol 35 Madison Street 


Phone MAin 1-282! 
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EEWA Goes to the Wald 


Mr. and Mrs. Jack Ruderman and guests. 


Mr. and Mrs. joseph Kurzon and guests. 


BOUT 930 persons attended the 26th anniversary 
dinner and dance of the Eastern Electrical Whole- 

salers Association May § at the Grand Ballroom of the 
Waldorf-Astoria Hotel, New York 

Welcoming electrical distributors, manufacturers and 
their guests, William J. Kahn, committee chairman, said 
that making and keeping friends should be the first con- 
sideration of everyone connected with the electrical dis- 
tribution industry. “We of EEWA have learned that the 
other fellow appreciates any display of sincere friendli- 
ness, that strangers are just friends that we don’t know 
yet,” 

After dinner, a seven-act floor show was presented 
Music was supplied by the Strollers and by Sam Ross and 
his orchestra. Each lady got an umbrella as a gift 

Members of the committee were Kahn, Tudor Elec- 
trical Supply Co., Inc.; Dan Bloom, Wholesale Electrical 
Distributors Co.; Jack Korn, Williamsburg Electric 
Supply Corp.; Henry Krug, Reliable Electrical Supply 
Co.; Joseph Kurzon, Kurzon, Inc.; Leo Siegel, Hobb 
Electric Supply Corp.; Lou Stiege, Midway Electric Sup- 
ply Co., Inc., and Jack Tucker, U. S. Electrical Supply 


. and Mrs, Jack Tucker and guests. 
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and Nela Park 


ETURNING as a group for the first time since 1947, 

General Electric's New York-area large lamp distrib 
utors visited Nela Park in Cleveland in mid-May to 
discuss what makes the manufacturer and distributor 

partners for profit.” 

This motto was carried through the one-day program 
for 80 distributor executives from 58 firms in a trip co 
sponsored by GE Large Lamp’s New York sales district 
and the Eastern Electrical Wholesalers Association 

The morning session featured GE executives in talks 
on the firm’s approach to making and selling lamps 
After lunch, the group took a tour of the Lighting In- 
stitute, seeing first-hand the training and promotional 
facilities seen each year by thousands of consumers and 
industry people 

The windup session was an innovation: a question-and 
answer period, Questions on vital issues were prepared 
by distributors, then answered on the spot by GE ex 
eculives 

The trip, which began with a dinner in New York, 
was concluded by a dinner in Cleveland and the train 
trip back. How it went, hour by hour, is pictured here 


Picking up name tags in Institute lounge before 


9:00 session were Cirimcone Weiss-DeVeau 


(right), and Max Kamin 


Electric al 


11 00 Coffee breakers include (from left) : George Birm 
e baurr Ed V at Irving Rogoff Nat Kutzer jack 
Gingold and John jistributor and Sam Kallman, 
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Despite the rain and the hour, arrival New York 


distributors and GE salesmen—looked ready to go 


g 30 Program included Gt elling philosophy, and lamp 
° trends and research plans. Latter is illustrated by 


W. C own, manager, application engineering 


ales 


11:45 ‘ high 
( 


ater gay wi rating meeting motto 
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Nela Park (cont.) 


1:30 Lunchtime group: A. E. Mac 3 00 Institute trip took up major part of the afternoon, 
° Laughlin, Weiss-DeVeau (1.) ; ° with stops in machine shop, home, school, office 
E.G. Agee, GE-New York; Willie Berken, Demonstrating facilities here is GE's C. L. Clark. Group then 
i Queens; and Tom Gopsill, EEWA had question-answer session 


~ a 


6:30 Cocktail hour ended the day . 00 Dinnertime meeting for old ‘‘acquaintances.”’ GE's Hank ‘ 2 
® for Harold Epand, Frank Bellins, : Henrietta (right) heard of Joe Nierman, Commonwealth 
and Van VanWalleghem Elec., in 1929-—and first met him at 1956 dinner 


‘ 
9 00 Happy warriors were distributors Lester Kahn Goodbye from Mike Swedin, Premier Brass 
° (left) and his father, Bill Kahn, both of Tudor 10:00 (left and Frank Austin, GE. Next morn 

Electric Supply. They regaled diners ing, all were back in New York 
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Fluorescent lighting equipment manufacturers First National Bank of Arlington, Virginia (Branch). 


know the performance of their product is judged Lighting installation supervised by Earl C. Douglass, 


by the dependability of its silent partner .. . the Chief Electrician, Pentagon Bid Washi 
ton, Vv. &. 
fluorescent lamp ballast. That's why ADVANCE ° 9 eshington, D. C 


is preferred by leading manufacturers like Light- 
ing Products, Inc. of Highland Park, Illinois, who 
chose ADVANCE ballasts for their new ‘'Thin- 
Lite’’ luminaire, shown in the above installation. 
The performance and dependability which AD.- 
VANCE fluorescent lamp ballasts provide have 
made ADVANCE the world’s largest exclusive 
ballast manufacturer. 


Whether you manufacture, specify, install, use or 
maintain fluorescent lighting, your job will be 
easier if you make ADVANCE fluorescent lamp 
ballasts your silent partner. 


The Heart of the Lighting Industry 
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Fiverescent Lamp Bellests 2950 Ne. Western Ave. Chicage 16, 
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WALL and recessed display of 
fixtures of Electrical Distribut- 
te ing Co.'s new building, Although 
there are some 5OO fixtures on 
display, no ceiling or wall out- 
Be lets are visible. All fixtures plug 
in through module ceilings and 
wall 
Growing With Its Market 
: rowing Wi s Marke 
Se HE new office and warehouse of the 
‘a Electrical Distributing Co., a divis- 
; ion of Arizona Power and Lighting 
: Co,, Phoenix, was designed to keep 
Poi pace with a growing business and a 
ce growing community. Hence its motto, 
“Through Service We Cirow,” 


President Samuel 8B. Schurgin 

founded the firm in 1940, though it 

oe was closed in 1942 when he entered 
the service. In the last decode it has 
grown along with the city. The interior 
of the new structure, located at 1530 
‘ea East Washington, is divided into a 
showroom and sales area. The offices 
are to the rear, Behind the offices is the 


Nao warehouse section, A new feature is a 
rear drive-in service window to facili- 
5 tate pick up shipments 
A pneumatic tube system helps ex THE STAFF'S ALL SMILES. Officers and employees of the Phoenix wholesaler pose 
Be pedite orders, Steel shelving and for the camerman. In the usual order, seated: Bea Mendoza, Samuel B. Schurgin, presi 
i counters in the showroom display self dent, Mildred Schurgin, secretary, James Gowey, buyer, and Bobbie Wilson. Standing ; 2 
: service merchandise, The warehouse are: Leo Mudd, Stella Lepezyk, Dave Lichman, Jack Paul, Al Nover, Ed Gale, Jan Gray 
¥ has a hoist system for cable reels and Willie Molina 
ee CONTRACTOR picks up order from drive FRONT OF THE NEW BUILDING is largely made up of ga with aluminum trim 
in window. Unique service feature is lo The root extends over the sidewalk. Scored red brick, set with straight joints, empha 
cated in the rear of the warehouse. The size the entrances located on either side of the front. The 9 q ft structure costs 
building has a central heating system approximately $60,006 There is 11,000-sq ft of free parking space for both em 
ae and a ten-ton refrigeration unit ployee and customer use Floodlights illuminate firm's name at night 
ELECTRICAL WHOLESALING—July, 1956 
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STARTLER 
BRINGS 
vou 
“PLUS” 
SALES: 


“Install switches without a switch box” 


Tell your next customer the exciting REMCON switching story. Because REMCON operates 
on only 6 volts, the need for a box at the switch location is eliminated. The electrician 
simply nails up a plaster ring and he’s ready to mount from one to five silent switches. 
He works with light, pliable bell wire that’s easy to handle and strip. Once an electrician 
sees how he can wire a switch in less than half the usual time, you're on the way to years 
of profitable REMCON sales. He’ll want REMCON for everything from 3-way switching to 
complete basement-to-attic remote control installations. 


REMCON simplified low-voltage switching devices. A division of Pyramid Instrument Corp., 
Lynbrook, N. Y., manufacturer of the famous AMPROBE snap-around volt-ammeter. 


July, 1956—ELECTRICAL WHOLESALING 75 


eet 
© 4 
7 
« 
¥ 
s ; 
= 
te 
: 
a 
ay 
ry 
: 
Be 
« 
~.. 


Specify PHELPS DODGE 
HABIRITE-INSULATED 


Phelps Dodge Armo-Lok cable with Habi- 
rite (butyl rubber) insulation—a companion 
to Phelps Dodge Varnished Cambric insu- 
lated interlocked armor cable—is more than 


“just another interlocked armor cable.’ 


Habirite —developed through years of Phelps 
Dodge experience in the design and manufac- 
is a specially 
It 


surpasses any other type of rubber insulation 


ture of high voltage cables 
engineered butyl rubber compound. far 


for dependable service, 


offers these distinct advantages 


Habirite 


over other rubber insulations: 


lar greater resistance to heat and oxidation 
with consequent higher temperature rating 


and lower conductor size and cable cost. 


PHELPS DODGE 


SALES OFFICES: Ationto, Birw 
1, Fort Wayne, Greensbe 
Mieneapolls, New Orleans, New York 


Detro 


Son Pron 


sco, St. Louis, Seattle, 


ngham 


w 


rshington, 


Far greater resistance to ozone found 


around high voltage equipment. 
Far greater mechanical toughness. 


Better electrical properties affording a 


greater safety factor in operation. 


Highest uniformity due to controlled uni- 


formity of raw material. 


* * * 


See your Phelps Dodge distributor for infor- 
mation on a complete Armo-Lok system. For 
catalogue and specification data on Habirite 
Armo-Lok 
Phelps Dodge Copper 

300 


or Varnished Cambric insulated 


cable, write: Dept. EW-7, 
Products Corporation, 


New York 22, N. Y. 


Park Avenue, 


PRODUCTS 


Charlotte, Chicage 


CORPORATION 


Boston, Buffol 


witon, Jackson 


Alo 
le, Konsos 
Prilodelpmea Portiond, Ore 


Pittsburgh 
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NEWS FOR THE INDUSTRY 


PrivateUtilitiesHoldConvention 


e Four-day meeting draws 3,500 industry executives. See 


winning fight against public ownership. 


e Call for task force to push atomic power reactors. 


Industry growth, load building also topics. 


The 
1s 

sue is practically dead in both national 
and coming elections, Harlee Branch 
Jr., president of the Edison Electric In 
told the 3,500 utility execu 
who attended the 24th annual 


stitute 
tives 
convention 

The Institute head reported it had 
found that “the opposition is not only 
vulnerable but public 
favorite than we had 


much less a 


been led to be 


lieve.” 
Mr. Branch credited this about-face 
to a combination of “plain talk 


branding preference and tax subsidies 
as the un-American devices they real 
ly are” and the willingness of utility 
leaders to join in telling their story to 
Congressional committees 

“I do not 
suggest that 
not be mentioned in the coming cam 
paigns better informed public 
in most of the will 
be little moved by it 


will 


mean,” he went on, 


government power 
but a 


sections country 


e Unions Gordon M. Freeman, 
president, International Brotherhood 
of Electrical Workers, said that his 
union—with more than 650,000 work- 
ers in every branch of the electrical 


“will continue to oppose the 
of 


industry 


extension government ownership 


and operation of electric light and 
power facilities beyond the actual 
necessities of the situation.’ 

He said that the union recognized 


that government has a proper place in 
the of 
when private companies are either un- 
able to do the 
Mr the utilities 
adopt a policy of referring in the future 


developing power resources 


or are unwilling job 


Freeman suggested 
to so-called public power as “Govern 
ment-owned and operated 
It is that the 
opposition such governmental 
from the of 
agencies allow union 
and the 
right to fix wages, hours and condi 
This, 


col 


reported union's 
to 
refusal 


Operation stems 


government to 


negotiations insistence on 
tions of work for its employees 


Mr 


lective bargaining which results in the 


Freeman said, is a denial of 


local unions 


The 


destruction of 


EEI's committee 


© Task Force 
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on atomic in answer to crit 
icism) «from 
mended establishment of a task force 
Ihe recom 
mendation was approved unanimously 
the directorate. A 


ierence of presidents of utilities will 


pe wer 


some quarters recom 


on atomic power reactors 
institute § 


by 


con 


be established——within ninety days of 
the end of the convention——to look 
into the matter. Max M. Ulrich was 
named a full-time executive secretary 
for the committee on atomic power 

Utilities were known to have been 
under attack recently——attacks levelled 
against their private nuclear power 


programs. The action in setting up the 


committee was viewed by many as an 
answer to a proposal by Senator Al 


bert Gore (D., Tenn.) who sponsored 


a bill that would have the federal 
government build six test reactors in 
various sectians of the nation 

The task force will consist of 


independent nuclear engineers and 


scientists, plus executives of both in 


stitute-member companies and equip 
ment manufacturers, It was hoped 
that this task force would result in a 
further expansion of reactor build 
nie 

Public Support——James Fairman, 
vice president in charge of engineer 
ing, Consolidated Edison Co., New 
York, told members of the EEL they 
had the support of both investors and 
utility personnel in the nuclear powell 
programs. However, he warned, “the 
general public is not yet with us in the 
application of atomic energy to the 


generation of electricity 


© Balanced Budget Representative 
Frederic R. Coudert, IJr., (Rep., New 
York) told the convention that in 
order “to put our fiscal house in o1 
der Congress must regain control of 
the budget. He called for consitutional 
amendment to limit government ex 
penditures to annual tax collections 
Mr. Coudert’s speech was read to 
the convention by Charles B. Dela 
field, vice president Consolidated 
Edison New York 
e New President——Donald Ken 
nedy, chairman and president of the 


Electric Co., was 
Institute. He 
president 


Oklahoma Gas and 
ele ted president of the 
succeeds Harlee Branch, Jr 


Continued on page 78 
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Adequate 
‘Equipment: 


100 AMP 
200 AMP 


CLARK- 
AMERICAN 


offers 30...60...100...200 ampere 
SERVICE ENTRANCE EQUIPMENT 


From the complete CLARK-AMERICAN line you can select 
the right type and size service entrance unit for any domestic 
electric load. For auxiliary use there are 30 ampere fuse 
panels, For small homes and summer cottages with medium 
appliance loads there are 60 ampere units, with main pull- 
out switches and additional pull-outs as required. To meet 
adequate wiring standards for medium size and large 
homes, there are 100 and 200 ampere units with a main 
pull-out, up to 4 auxiliary pull-outs, and up to 24 plug 
fuse branch circuits, 


Write for your copy of the CLARK-AMERICAN “Product Selector” 
containing complete catalog, plus application and 
installation dato. 


American. 


CLECTRIC SWITCH DIVISION 


The CLARK CONTROLLER 


Engineered Control 1140 bast Steet Cleveland 10, Ohne 


Georgia Power Co 

J. W. McAfee, president, Union 
Electric Co., St. Louis, was named 
vice president 

Edwin Vennard, former president 
of Middle West Service Co., took over 
formally as vice president and general 
manager of the Institute. He suc- 
ceeds Col. Howard S. Bennion, who 
retired after 30 years as the utility 
field's spokesman. 


Cutler-Hammer 
Names Vice Presidents 


MILWAUKEE, WIS.—Philip Ryan 
president, Cutler-Hammer, Inc., has 
announced the appointment of W. | 
Lent as vice president in charge of 
manufacturing and R. A. Millermaster 
as vice president in charge of develop- 
ment 


aa 


R. A. Millermaster W. F. Lent 


Mr. Lent and Mr. Millermaster, both 
of whom are electrical engineers, hold 
a considerable number of patents in the 
electrical field 

Mr. Lent began his career at Cutler- 
Hammer as an application engineer. In 
successive appointments he was named 
manager at the firm's molding depart- 
ment and later production manager. In 
1950 he became works manager and 
heid that position until his new ap- 
pointment 

Mr. Millermaster joined the com 
pany as a test engineer in 1927. He 
was named development supervisor in 
1933, manager of development in 1948 
and in 1952, manager of development, 
his last post prior to his new appoint- 
ment 


New Gesco Houses Open 
in Alabama, Utah 


BRIDGEPORT, CONN The 
General Electric Supply Co. has an- 
nounced the opening of new branches 
to distribute apparatus and supplies in 
Alabama and Utah 

Effective June Ist, a new house was 
established in the Birmingham district 
at 322 Lee St., Montgomery, Ala 

Effective June 22nd, a new house 
was established at 2544 Ogden Ave., 
Ogden City, Utah 
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HITS THE TARGET 
Delivery and Service! 


Wine GUARDIAN. 


wine 
Making your job easier and better, General Cable backs 
up distributors unconditionally with ‘round-the-clock support, 
hits the target with quick delivery and dependable ser- 
vice on every job. GENERAL CABLE CORPORATION, 
420 Lexington Avenue, New York 17, New York. 
Offices and Distribution Centers Coast-to-Coast. 


be specific... specify GENERAL CABLE 
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AN OLD FRIEND... 
IN A NEW SUIT 


Says Hello to 


NEW PROFITS 
With An Old Favorite 


NOW! 
The Best Selling 


“OK”’ 


GLASS PLUG 
FUSE 


Cat. No. 690 


Merchandised in This NEW 


"SHO-PAK" 


Visual, Compact, Attractive 
for EFFECTIVE DISPLAY 


A sturdy eye-catching 2 color display box for 5 wrapped in heavy cellophane, 
thukes an ideal package whether for shelf or open counter. 
© Offers complete visibility of fuses with amperage plainly marked 


Hox is completely sealed to cut down pilferage and avoid loose fuses 


© Space for stamping in price 


Anup tothe minute merchandiser that 


COSTS NO MORE 


THE ONLY FUSE THAT 
TELLS THE WHOLE STORY 


Speaks For Itself’ 


UNDERWRITERS’ LISTED BAD 


SAYS "OK" "O.K.” VANISHES 


—COST NO MORE THAN ORDINARY FUSES— 


See your Eagle representative for samples 


and full information or write us direct 


SOLD THROUGH WHOLESALERS ONLY 


EAGLE ELECTRIC MANUFACTURING CO., INC. 
LONG ISLAND CITY 1 + NEW YORK 


"Denfeetion ¢s not aa 


Launch Electric House 
Heating Market Drive 


NEW YORK, N. Y.—Electricity 
will be as commonly accepted for 
heating homes during the coming ten 
years as gas and oil are now, a spokes- 
man for electric heating manufac- 
turers declared last month 

“Electricity already is being used as 
the sole means of heat in more than 
300,000 American homes and we ex- 
pected this to go to three million 
homes by 1966,” said R. E. Pequignot, 
vice president and general manager, 
Electromode division of Commercial 
Controls Corp., and chairman, electric 
house heating section, National Elec- 
trical Manufacturers Assn. Total in- 
dustry sales in 1955 were about $12 
million, it was reported 

lo back him up, Mr. Pequignot 
announced that the NEMA section, 
comprising 19 of the nation’s leading 
electric house heating equipment mak- 
ers, will launch a national promotion 
program to speed public acceptance 

It was reported—at a press con- 
ference that manufacturers were 
getting encouragement from electric 
utilities, REA’s and public power sup- 
pliers who want the load. More and 
more are said to be actively promot- 
ing electric heating in their areas as 
a wintertime offset to the growing 
peak summer electric demands brought 
on by the boom in air conditioning 

Many are claimed to be adopting 
special heating rates in the range of 
1¢ to 2¢ a kilowatt hour to put them- 
selves in a better competitive position 
with other fuels. Some are said to 
have adopted budget billing plans 
whereby normally higher heating bills 
in winter months can be spread out 
evenly over the year 
e Up The Share—The NEMA sec- 
tion reported that electrical distribu 
tors, by selling electric heating, can up 
their share of a home's total dollar 
volume by about eight times. Along 
with the heating units, the distributor, 
the section says, can sell more wire, a 
larger service entrance, thermostats 
and switches. Electric ranges, dryers 
and water heaters naturally follow in 
homes which are heated electrically. 

There also exists a sizeable market 
for supplementary heating, in addition 
to complete house heating. Market 
studies show that more than one mil 
lion families will add rooms to their 
homes this year. The manufacturers’ 
see this as a natural market for elec 
tric heating equipment 
© Power Suppliers—-Some 84 per cent 
of the nation’s representative power 
suppliers are said to now encourage 
or accept resistance electric heating 
for homes and commercial buildings 
in their service areas. Fifty-eight per 


Continued on poge 82 
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Portable grinder equipped with U.S. Laytex Royal 
Master Cord, Note that it must resist dragging over 


Electric wre hes equipped will Roval 
sharp metal edges... and its extreme flexibility 


Master Cords apply studs to bottom of braider 
Cords resist chemical action of oil, white lead 


to a plant 
electrician’ 


Hand-drilling hole in a braider. Note the high flexi 


bility of U.S. Laytex Royal Master Portable Cords in 
confined spaces 


before June 1954, we were repairing replacin 


electrical cords on our portable electric drill rene he 
grinders every six month iys the plant's chief electri 
The cord jackets were casily bruised and weakened. on 


cut. What with being dragged over the floor and around 
mitersections my tape repa didn't la Jhen 


were fire hazards and chance 


When U.S. Laytex Royal Master Portable Cord 
demonstrated to us ind installed. che pre 
The cords have a jacket that stands up under our me 


manding condition ind even though their internal 


Electrical Wire & Cable Department 


United States Rubber 
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cent of 420 power suppliers, ques 
tioned in a recent survey, said they 
were favorable to electric heating, 
while an additional 26 per cent in- 
dicated a neutral attitude 
coven The NEMA’s section publications 


COVER 
AND FITTING 


to date on the subject include 

e “Heat Your Home Electrically, 
an 18 minute consumer color sound 
slide film, which is being made avail 
able to various industry segments 

e A two-color consumer folder, 
with the same title as the film 

e The “NEMA Manual for Elec- 
tric House Heating said to be the 
industry's first authoritative basic 
guide for the design of electric house 
heating installations 

ope ; All above material may be ordered 
coven co from NEMA, electric house heating 

we | section. 155 East 44th St., New York 
17,N.Y 


For more profitable volume sales, stock the | 


KEYSTONE QUALITY LINE 


THOMAS W. WISE is general sales 
manager of the W. H. Brady Co., Mil 
waukee, Wis. Mr. Wise was formerly 
yssistant to the vice president and gen 
eral sales manager of the Lufkin Rule 
Co., Saginaw, Mich. He will supervise 
the distributor sales program, as well 
as direct and c rdinate sales adver 
tising and market research 


Erie Industrial Electric 
Here it is... the most extensive line of wireways and Celebrates 12th Year 
fittings on the market today! Yes, it's the Keystone ° ERIE. PA _-_—" as 


Quality Line... with every item “job-engineered” to 


fit right into most any electrical distribution system, ; 
built right to speed installation, reduce costs, and Open House” to celebrate the oc 


increase profits, For example, both flanged and flange casion of the start of the firm’s 12th 
a year as an electrical wholesaler. 


Electric Supply Co. recently held an 


less types of wireway are produced and stocked in 
wide range of standard sizes and lengths, with or with i The business originally operated as 
out knockouts. And special sizes or types are also . a division of the Northwest Electric 
available to meet unusual installation problems. There's Co. It was started by President J. R 


a complete selection of auxiliary fittings to choos O'B 
. rien as an independent supply 
from, too, plus cutout and pull boxes in more than 50 17°S VOURS FOR THE ASKING! | PP 


company during World War Il. The 
different stock sizes and a variety of telephone and A complete new fully illustrated f . 


present building—at 15th and Cherry 
needs. So save time, save Money on wiring installation stone Quality Line” of wiring Sts is the company's second loca 


jobs... go “Keystone” all the way! installation equipment. Send tion. Erie Industrial Electric moved 
for your free copy today! there last year. A feature on the new 


current transformer cabinets to meet your particular catalog covering the entire Key 


location 1s drive-in service 
Officers of the company are: Harry 
E. Moon, manager; John J. Jeffrey 


EVSTONE MANUFACTURING COMPANY Jr., purchasing and sales; Arthur W 
Jacobsen, sales Western territory; 


ritory; John A. Sturtevant, sales—East 
ern territory; and Joseph M. Rogers, 


sales ultilities 


» «+ the Complete Line of Wiring Installation Equipment 
so.o ONLY THROUGH RECOGNIZED ELECTRICAL DISTRIBUTORS 
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the RLM Label 


Send for Your Complimentary Copy of this 
1956 Edition RLM Specifications Book 


NOW MORE USEFUL THAN EVER! 


New illumination data and complete up-to-dating of specifica- 
tions for 36 different aLm industrial lighting unite, make this 
new KLM Book more useful than ever to buyers, sellers and 
specihers of industrial lighting equipment. An mmportant 
change concerns the use —for the first time in RLM Spee ihiea- 
tions —of the Zonal Method of computing Coefficients of 
Utilization and illumination on room surfaces. The tables 
printed in this new edition are based on this method. You'll 
also find helpful light distribution curves on both incandes- 
cent and fluorescent equipment, including the new Semi- 
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Direct fluorescent units, which direct 20% to 30% of the light 
upward, In addition, there are important changes in the HLM 
Standard Specifications covering materials, construction and 


photometr « performance, 


If your work is at all concerned with industrial lighting equip- 
ment, make sure you have this latest edition KLM Specifica- 
tions Book — you'll recognize it by its green cover with the 
big red-and-black aim Label. For your complimentary copy, 


write to the Institute, or use the coupon 


RLM Standards Institute, Suite #17 
$26 W. Madison St., Chicago 6, Ill 


Please send me a copy of the new 1956 a 


mw Hook 


underetand there is no cost or obligation 
Name and title 
Company 


Address 


the New Importance of 
y 
= 
a 
PREM STANDARDS INSTITUTES 
The Wand for Reflectorand Lighting Equipment Moncton sane | 
83 


SELL THE LINE 
with the 
PROFIT LEADER 


for longer profit per sale SELL QUALITY 


SELL THE COMPLETE CHANNELLOCK LINE 


You get more than a qual 


ity line when you handle 
Channellock pliers, Here's a 
line with a fast-moving, na 
tionally advertised profit 
leader... the popular Chan- 
nellock 420, No other 


does so many jobs so well... 


plier 


no other plier sells so fast 
So stock the Channelloek line 
and put the profit-leader 420 
plier out front for your cus 
tomers to see. ..try.,.. and 
buy. It’s easier to sell just 
one plier line. It's profit-wise 
to sell the Channellock line. 


PENNEY LV ANIA 


ELECTRICAL 


WHOLESALING 


His volume hasn't increased this year, 


Our thanks and a $10 check t& 


N.Y.C. for tt winning entry 


Square D To Build 
Atlanta Plant 


ATLANTA, GA.—The Square D 
Co, will construct an electrical equip 
ment assembly plant in Atlanta as the 
base of expanded operations in the 
southeast United States. The com- 
pany’s field offices in Georgia, Florida, 


ELECTRICAL DISTRIBUTORS recent 


tive to discu what has been illed 


but his margin is up from 13 to 19! 
Charlies G. Pyle, Jr Trade Service Publication 
n EW nventior rtoor ptior ontest 


Alabama and other area states are also 
expected to be increased as the expan- 
sion program develops, according to 
Gordon Patterson 
The new 
Marietta Blvd 
St will 
headquarters 


Atlanta 


president 
plant—to be built on 
south of Chattahoochie 
Square D’s 


located in 


house regional 


offices now 


met wit? 


the 


gram in the manufacturer 


up are, clockwise 
charge of sales; Chr ] 


luct W W. French, 


Jarre 


W ittir 


Jr., pr 


Harold Moock, Moock Electric: 


Westinghouse v4 


homas | 


neering lonn hModnette W esting? 


} 


manager 


wd Paul Ander Honolulu Electrical Pr 
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THE 


DUAL-GRIP 
ENTRANCE HEADS* 


LOOK FOR THE PATENT NUMBER 
YOUR PROTECTION AGAINST COPIES! 


*U. S. PAT. NO. 2.739.999 


Dual-Grips’’ save your customers time and money 


When ‘'Dual-Grips'' are used on EMT, 


your customers know they're ‘on to stay 


with no special fittings 


With rigid conduit, the electrician just slips 


the head on and tightens the screws 


No valuable time wasted cutting threads 


moistureproof 


Lightweight aluminum alloy 


rustproof. Six sizes: '/2 


ENTRANCE HEADS 


NEW COMBINATION 


head and reducer in one compact, 


easily installed unit! No mast threading 


For 2” or 2'2" rigid conduit or pipe 


Me WHOLESALER 
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SAME SOLID 
SATISFACTION 
44 


T L D ‘ 
SMALL RATCHET PIPE THREADERS 


You'll like the rifle barrel, rust resistant finish 
of the TOLEDO Ratchet Threader handle—the 
drop head tool that lets you change dies in- 
stantly. Pull the pawl the die drops out. Slip 


in another size and you're ready to go. It's 
that easy, Check the new bright red ball end 
for easier handling, better grip. It's quality, 

like all TOLEDO tools. Y%” to 2” sizes. 
See them today at your suppliers. 


TOLEDO NO. 8 
FOLDING WORK BENCH 


A strong, sturdy, folding 
vise that sets up 


easily, saves time and 
effort. All one unit 

Has three pipe bend- 
ers, tool slots, pipe 
rest and ceiling 
brace. A portable 
work bench that 
meets all needs 


Weight 33 Ibs. 


THREADED PIPE, TOLEDO PIPE THREADING MACHINE COMPANY TOLEDO 4, OnI0 


best costs less 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 


SELLING AIR FORCE 
Continued from page 44 

Because of the numerous telephone 
orders and queries, he has to be right 
there all the time. He's as familiar 
to AF procurement people, for exam 
ple, as is salesman Heis 

Usually the Becker man who takes 
an order handles it until it’s complete. 
This is based on two facts: there are 
lots of small orders, with varying de- 
livery and billing requirements, and 
many small back orders are involved 
It’s simpler to keep the same man on 
the order throughout 

Delivery and billing are often com- 
plex to the uninitiated. Some orders 
are picked up; others are delivered 
Drop shipments are completely out 
Billing is the same, although second 
nature by now. On Form 44 orders, 
for example, there’s no billing. The 
receipted delivery ticket is kept by 
Becker; the AF order, signed by the 
wholesaler, serves as the invoice 

Bids are not approached casually 
All possible bids must be answered, 
and all possible items on a bid in 
cluded. Not only might Becker’s name 
be dropped from the bid list, but the 
AF figures it expensive to write con- 
tracts——and prefers a single long one 
to several short ones 
e The Future?—"As long as we can 
do a good job—and stick to the local 
business we can handle efficiently 
we'll continue to do business with the 
Air Force,” John Becker says 


R. J. Sargent Named 
To Westinghouse Post 


PITTSBURGH, PA Richard J 
Sargent is manager of marketing and 
distribution for the consumer products 
division of the Westinghouse Electric 
Corp. 

In his new position Mr. Sargent 
who is now located in Mansfield, Ohio 

has assumed certain responsibilities 
formerly assigned to John F. Myers, 
vice president. Mr. Myers remains on 
the consumer products staff as an as 
sistant to Chris J. Witting, vice presi- 
dent and general manager, consumer 
products divisions 

Mr. Sargent is responsible for di- 
recting and planning the distribution 
programs for the division. He joined 
Westinghouse in 1936 in Indianapolis, 
Ind., as a wholesale salesman for the 
Westinghouse Electric Supply Co. In 
1939 he was appointed a refrigerator 
supervisor for the appliance division 
and in 1940 was transferred to Omaha 
Nebr., as a full-line representative for 
the appliance division responsible for 
four western states. He joined the 
laundry equipment department in 1949 
and in 1952 was named general man 
ager of major appliance division 
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weatherproct eutdos: 
SWITCHES end RECEP TA: 
with soriag~minged FLIP’ covers 


A MEW HIGH IN DESIGN AND UTILITY 


FLIP it open it springs closed, and stoys tight — thot's the new ROYAL 
FLIP-TITE’ cover! 


As more and more of your customers move outdoors for easy, casual living 
entertaining, hobbies, mowing lawns, cutting hedges, and do-it-yourself 
projects, equip them with ROYAL “FLIP-TITE for their outdoor lighting and 
power needs 


Modern in design and construction, to conform with todoy s mode of out 
door living this is the device line to recommend and use for outdoor 


installations, whether old work or new work 


@ Spring-hinged “FLIP” covers, with cadmium 


plated springs and sponge-rubber weather seals 


Covers open more than 90 ; quick and easy to 
use in daylight or dark 


No loose, dangling covers; no turning to take off 
or replace 


Non-corroding plates and covers insure long, 
dependable service 


Sealed-tight construction; spring hinged pressure 
keeps rubber seal tight when closed 


Write for complete catalog information 


ROYAL ELECTRIC COMPANY, INC. 
Genera! Offices PAWTUCKET - RHODE ISLAND 


Monufacturers of WIRE * CORD SETS * FUSES * WIRING DEVICES 


July, 1956—ELECTRICAL WWHOLESALING 87 


co 
y | 
ig 
ae 
4 


WHAT'S HAPPENING IN WASHINGTON 


@ Construction Outlook High- Administration officials are worried a bit 
about the general business outlook—but not about construction. In general, 
the Republicans fear that tight money, ordered by the Federal Reserve Board, 
may tend to spread softness now found in autos and housing into other fields. 

As tar as construction is concerned, though, the falloff in housing is more 
than made up by other construction. Both federal officials and the businessmen 
they talk to are heartened, for the long term, by increase in spending for plant 
and equipment being planned by businessmen across the board 

The ceiling on construction is materials, not money, government officials 
are told. There's plenty of business for contractors; delays come from lack of 
such things as steel and cement, not from lack of money. 


Rural Electrification Market—The rural electrification market con- 
tinues to expand, with indications of stepped up growth rate later this year and 
next. REA’s electric program for the next 12 months calls for loans for 
generation and transmission equipment estimated to total $185 million. 

Winding up his tenure as Administrator of REA, Ancher Nelsen approved 
over $25 million in loans in one batch. These included: 


@ $10 million for the Colorado Tri-state Generation and Transmission 


Association, serving the power needs of 24 rural electric distribution systems 
Funds will be used, among other things, to build 20 miles of 115-kv transmis 
sion, Tri-state serves 49,000 rural customers and expects this to grow to 
60,000 by 1960 and 65,000 by 1965. 

@ A $6.7 million loan to the Elk River, Minnesota Rural Cooperative 
Power Association for construction of a nuclear power reactor. The funds 
will also be used for a new headquarters building and 186 miles of 69-kv 
transmission 


New Housing Market—A new market for 10,000 homes will be opened 
by the new law to provide housing for essential civilian employees of the 
military. The program will take care of scientific and technical personnel at . 
bases being built up to take care of guided missiles and other such programs 
FHA will insure mortgages for such people now. 
There is an immediate shortage at several bases: Redstone Arsenal at ‘ 
Huntsville, Ala; Naval Ordnance Test Station at China Lake, Calif.; Patrick 
Air Force Base, Cocoa, Fla. Other locations where housing will be needed 
include Holloman Air Force Base in New Mexico; Mojave Marine Corps 
Air Station in California; and the Seneca Ordnance Depot in New York. 


New Business In Highways The biggest public works program is history 

provided for in the new highway bill Congress has passed—will generate 
business in a dozen different ways 

The nub of the new program is the creation of 40,000 miles of interstate 
highways modern enough to take care of the traffic the country can expect to 
have by 1975. This means relocating some highways, broadening others. It 
will generate new business in highway lights and signal equipment, in road 
side businesses that modernize as they move when highways are widened, 
from businesses that open up on the relocated highways, from utilities that 


have to relocate their lines. 
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ervice entrance cable size! 


PATENT PENDING 


including the new 


ADEQUATE WIRING 


sizes... 
2-#3 and 1- 
2-#3 and 1-7/3 
2-#2 and 1- 44 
2-#1/0 and 1- #1/O 


45 


service entrance cable sizes with applicable ¢7© Om fittings ... 


service NON 
CABLE SIZE ENTRANCE STRAP WATERTIGHT. 
CaP CONNECTOR 

121281 212 ESC 802 860 Wh 839 
1 210 ESC 802 860 839 
1 28 ESC 5 860 mn 838 
12681 28 ESC 5 860 mn 838 
12681 ESC 860 838 
26 ESC 5 860 1212 
24 esc 5 9 4234 
122681 24 esc 5 230 
1224122 ESC 5 230 4234 
221281212 esc 5 860 
221081 210 esc 5 66) 

22881 28 ESC 5 86) 1234 850 
226481 28 ESC 5 86) 1234 85) 
22681 26 ESC 5 861 1234 840 
224641 26 ESC 5 66) B49 
24 esc 5 86) 10 849 

1 =5 esc 5 86) 3410 654 

2 esc 5 86! 10 654 
2 24! Esc 803 862 1015 659 
2228) 22 ESC 803 862 1015 859 
| 


1 0 ESC 804 23 1015 e568 


First and foremost in fittings — sold exclusively through electrical wholesalers 


ELECTR j i 
Dept. A, 37-50 57th St, Woodside 77, New York 


Send complete dota on service entrance cable fittings 


July, 1956—ELECTRICAL WHOLESALING 


af 


ber 
+ 
| | 
A 
A — ~ 
‘ 4 
 Non-watertight Watertight 
Connector Connector — 
ia 


Always Use 


UNIVERSAL 


PORCELAIN 
NSULATORS 


FOR THOSE 


~ELAY PRODUCTS CO. 
1549 EAST FIRST ST. 
SANDUSKY, OHIO. 


Sale of Wire: 


The Product Isn't Sold! 


@ Wire is a basic product for the wholesaler, says NAED's 
Hooper—it's the bread and butter of his business. 


@ A true sale means bringing together a buyer and seller 
for a mutual, beneficial exchange. 


EW YORK, N. Y.—"The Product 
That Isn't Sold” was the title of a 

recent address by Arthur W. Hooper, 
executive director, National Associa- 
tion of Electrical Distributors. Mr 
Hooper spoke to the wire and cable 
section, National Electrical Manufac 
turers Assn., at the Westchester Coun- 
try Club, White Plains, N. Y 

Phe NAED executive director began 
by saying he thought that many in 
the audience would agree that the sale 
of wire was not at all what it should 
be. In many of today’s markets, wire 
sales have been delegated to the role 
of serving as a premium to further the 
sales of other products 

“The wholesaler’s customer,” Mr 
Hooper said, “buying electrical con- 
struction materials today places his 
order for practically everything needed 
except the wire—then he proceeds to 
bargain the whole package of materials 

using the wire as the gimmick-——the 
bonus——the extra lever that's needed 
to wheel and deal 

“In turn, the wholesaler must then 
adopt 4 similar approach in purchas 
ing his wire requirements from the 
manufacturer,” 

This procedure, Mr. Hooper re- 
marked, made about as much sense as 
if the tobacco industry began giving 
away Cigarettes with the purchase of 
a book of matches 
© Basic Products—Wire is a_ basic 
product for the electrical wholesale 
distributor—who cannot even qualify 
for classification as a full-scale electri 
cal wholesaler unless he handles cer 
tain basic Commodities such as wire, 
conduit and fittings 

Mr. Hooper told the NEMA wire 
and cable section that their product 
was important to the electrical whole 
saler and it should be getting the effort 
and support it deserves 

“Never have the opportunities been 
better to sell your particular product 
This should be an era marked by the 
greatest sale of wire products in the 
history of the industry, It should be, 
also, an era of satisfaction for the 
manufacturer, the distributor and the 
contractor engaged in selling and uti- 
lizing wire and cable Yet—-here 
is a product that they say 
sold 


isn't being 


I think the idea of ‘not being sold’ 
is in the sense that——the true sale of a 
product or a service means bringing 
together a buyer and a seller for an 
exchange that will provide both with a 
benefit. Assuming that we can agree 
on that statement, it would seem to be 
true that there is a serious question as 
to whether the present selling of wire 
products is satisfactory 
¢ Potentials—Recalling the potential 
growth for the electrical industry, Mr 
Hooper remarked that the prospects 
for the wholesale distributor seemed 
excellent. There is a genuine need, 
though, for creative salesmen for the 
industry to realize that prospect 

“We need more sales power today 
and I mean sales power at all levels 
We've got 100 per cent production 
today and 37 per cent sales power 
We've had a turnover of perhaps 65 
per cent in our sales forces since 1932 
and we've got a lot of salesmen out 
there today who have never had to 
sell. We need salesmen who know how 
to get out and prospect-—-who know 
how to create demand and build new 
markets for their goods. We need 
salesmen who are ready to provide the 
right goods at the right time in the 
right quantity and at a reasonable 
price 

lo do this, Mr Hooper said, some 
attitudes in the business had to change 
The idea that the job cannot be done 
should be abandoned. He cited several 
problems which at one time or another 
were thought to have been impossible 
to solve the cable reel problem, the 
inadequate wiring problem 

I think we've got another serious 
problem in this industry and it will 
require an aggressive positive——att 
tude to solve it. I think we've got to 
build an intelligent stable sales 
force for the selling of wire and cable 
products. I think that footballing of 
these basic products in our industry 
will destroy a lot of valuable man 
power that is vital for our future suc 
cess 

If the salesman must become a 
deal’ man, then he soon becomes a 
poor salesman. Poor salesmen result 
in poor buying habits for a firm. Poor 
buying leads to poor quality. Poor 


Continued on page 92 
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RESCENT 


HYVOLT SHIELDED POWER CABLE 


METAL 


CONDUCTORS HYVOLT 


SHIELDING 
INSULATION 
CONDUCTOR TAPE RUBBER- NEOPRENE 
SEMI-CONDUCTING FILLED SHEATH 
TAPE TAPE 


TAPE 


For More Amperes Per Dollar of Installed Cost 


ADVANTAGES 


3. 
4. 
5 


CRESCENT HYVOLT insulation is made from butyl rubber which is inherently resistant to ozone, 
heat, moisture and aging. HYVOLT is formulated and processed so as to retain these inherent charac 
teristics of the butyl rubber and at the same time provide excellent electrical and physical properties 


The insulation is protected during and after installation by an outer neoprene sheath providing 
a maximum degree of toughness, durability and long life. Ic is flame retarding and resistant tw the 
deteriorating effects of moisture, sunlight, ozone (corona), oil, grease, and many acids and alkalies 


HYVOLT Shielding provides additional internal 
and external protection in these THREE WAYS 


, 1. Conductor shielding, as provided 2. The semi-conducting tape 3. The metalli hieiding tape 


by a err conducting tape ver between the insulation grounded when installed, result 
the stranded conductors, excludes and metallic shielding tape ng in zero potential to grour 
air pockets betweer conductor prevents possible ioniza at the sheath It prevent ntace 
and nsulatior and esiminates tion of au spaces and discharge r burning and pr 
possible internal corona-cutting corona at the insulation tects cable tror ghtning vg 

f the insulation surface Reduce hock hazard 


RECOMMENDATIONS 


CRESCENT SHIELDED HYVOLT CABLE is ree Specify CRESCENT SHIELDED HYVOLT POWER 
ommended for use in conduits, underground ducts, in CABLE for general power circuits and where severe 
wet or dry locations, or buried directly in the ground, conditions are prevalent such as chemical plants, re 
for circuits operated at over 43000 volts and in a fineries, paper mills, mines, sewage disposal plants 
cordance with LP.C.E.A. recommendations. Available etc. It is approved as Airport Lighting Cable Type B 


in single conductor or multi-conductor cables CAA Specification L-#24 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON 5, N. J. 


July, 1956—ELECTRICAL WHOLESALING 


4 
€ 
7. | 
j 3 
in 
| 
im 
Ng 
| 
ry 
| 
if 


Wire Isn’t Sold... 


quality often leads firms down the 
road of irresponsibility in the market 
place. When such is the trend and the 
product involved is basic to an indus- 
try, I think it’s time the industry woke 
up and realized how serious the prob 
lem can become 
© Combination—Mr. Hooper said he 
believed that an efficient, trained sales 
; ; force at the wholesale level is a re- 
sponsibility of the manufacturer and 
eae 7 the distributor. The wholesaler should 
THE LUG : find salesmen who have the greatest 
y ability, offer them adequate incentives, 
OF INDUSTRY 4 and be ready to work with them to 
> id help them gain a solid footing in the 
territory. The wholesaler should also 
be alert to seize every available oppor 
tunity to have his men trained and 


For Superior Quality | ; : oy briefed on the products he is selling 


The manufacturer's responsibility is 
/ Check these features a ' to provide the necessary tools to do 
such a training job 
Ay An NAED commodity committee, 
-. it was revealed, had just completed re 
[| Pure copper, 100% conductivity MODEL LO search on the training matter, Some of 
the results were as follows 


| | Wide wire range—re-usable 
Ihe big majority of manufacturers 


U/L-CSA Approved uestioned did not believe electrical 

a , d wholesale distributors salesmen to be 

CJ ompec vege sufficiently informed and trained to 


[] Advanced designing sell the manufacturers’ products 
However, most manufacturers did 
[ | Sound engineering not publish sales training literature, 
("] Speedy installation such as books, manuals, for distribu- 
tor salesmen 
[ | Cool operation—takes overload Few provide some kind of training 
program to be given at the wholesaler’s 


place of business. Few operate any 


[ | No special tools needed 


[] All screws wax-treated for better clamping kind of a training school 
Most manufacturers said they had 


trained men to present their product 
story to distributor sales meetings. It 
ALL THESE FEATURES AT LOW cost was noted, however, that “trained . 
men” often meant men trained in the 
product, but not on how to put it 
Your V Test Will Prove iLsco across at a sales meeting 
Superiority Over Cast Or Any Other Type Lugs Few manufacturers had developed 
special sales material such as slide 
films, or movies for distributor sales 
mectings 
© Training—Mr. Hooper set forth a 
SIX-point program-——now under con 
struction—of the NAED Education 
Committee that should provide dis 
tributors with needed help 
“The distributor he concluded 
“has learned the hard way that he 
must hold fast to the essential func- 
tions and that, unless he is performing 
these functions, he does not offer 
P economies to the manufacturer in the 
TERMINAL BLOCKS movement of your (the manufactur 
er’s) products from your shipping plat 


WRITE FOR CATALOG #50 AND SAMPLES 
form to the user I think distribu 


iLs¢co CORPORATION tors are trying to do the job and 


5746 MARIEMONT AVE. CINCINNATI 27, OHIO do it right. I think they deserve your 


interest, your help and your support 
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FRADE SALEM VENTILATING HOOD 


it's Trade-Wind’s striking, efficient new early American Ventilating Hood. 

. . » Striking in design with the hand-craftsman look in rich antique copper to match 
the latest ranges. 

. . . Efficient in performance with the exclusive Trade-Wind baffle which evenly distributes 
the discharge for front or back burner use. 

Made of Trade-Wind’s own Duometi, a laminated sheet of solid copper and stee! for 
beauty and permanence. The hood is available in five standard lengths. it can be used 
with any of the 3 powerful Trade-Wind Ventilators illustrated below. 


MOST COMPLETE LINE OF HOODS AND VENTILATORS 


CXPANS 
— Copper 
or stainiess 
steel in 2 sizes 
which a¢just 
trom 30” te 42” 
ané 42” te 04”. 


PARAMOUNT BLVD., DEPT, EW, RIVERA, CALIF 
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3801 2301 1501 — SALEM WOOD STATIONARY FOLO- UNDER 
Ventilator. Ventilator. Ventilator. in antique MOOD Copper - 
550 CFM. 425 CFM. 300 copper to match or stainiess Stainless steel 
2 intets and Filter availiable. Filter and atest stest in 30”, ana 
fliters. 4-speed 4-speed rwiten. 4-speed switch tops, 20”, 39”, 42” lengths. 
switch. available. ane and Jengths. 
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Second National 
Electrical Week 


DO YOU PASS : UP THE NEW YORK, N.Y National Elec- 

ee : trical Week, promoted this year for the 

L R first time as an all-industry event, will 

: | be observed in 1957 from February 10 

| to 16, according to an announcement 

made by M. E. Skinner, chairman of 

the National Electrical Week Com- 
mittee. 

The “Week” will be observed an- 
nually in the future during the birthday 
anniversary week of Thomas A. Edi- 
son. It is hoped that it will be a period 
when all segments of the industry can 
join in a concerted 7-day effort to focus 
the attention of their own employees 
and the public on the importance of 
electricity and electrically operated 
equipment to the American way of life. 
e Guide Book—A promotional tool 
to be developed and made available by 
the committee this year ahead of the 
1957 observance, will be a guide book 
designed to assist all branches of the 
industry to take full advantage of the 
opportunity offered by the “Week” to 
Your nearest RAWLPLUG branch can present to your men sel” to the nation at large the value 
an effective of their products and services, elec 
trical safety, new developments, their 
plant Operations and the character and 

ANCHORING TRAINING PROGRAM”’ sicla of the founders by way of radio, 
newspapers, magazines and all 
that will show them how and where to get this profitable other available media 
“extra” business. The “NEW” committee has been in- 

formed that one of the high spots of 
next year’s promotional program will 
The program is a brief full-color slide presentation...de- be a second “Live Better Electrically” 


project closed circuit telecast, to be 


signed by experts in the field... using the latest techniques presented in advance of the observance 


to make solid “how-to” information interesting and enter- and timed so as to help generate 
greater interest in the nationally cele- 


taining to your men...to equip them to give sound, intelligent brated event. 


Sponsors of the observance are; the 
ane National Association of Electrical Dis- 
ANCHORAMA | tributors, Air-Conditioning and Re- 

frigeration Institute, Edison Electric 


2500 ee selling. soe Institute, International Association of 
Electrical Inspectors, International As- 


you can get in on 


CONTEST ; sociation of Electrical Leagues, Na- 
thie RAWLPLUG tional Appliance and Radio-TV Deal- 


$1,000.00 FIRST PRIZE... ) ANCHORAMA money ers Association, National Electrical 


42 oth -.». Don’t delay! 
other cash prizes 


advice and increase your sales. 


Contractors Association and National 
Electrical Manufacturers Association 


RAWLORILLS 


Commerce Secretary 
RAWL- TAPERS 

Sees High 3rd Quarter 
WASHINGTON, D. C.—The Sec- 
RAWLPLUGS retary of Commerce, Sinclair Weeks, 
has announced that businessmen plan 
to step up their expenditures for 


THE 
RAWL HAMMER. SETS RAWL 
TOGGLE BOLTS RAWLPLUG Co Inc plants and equipment to a yearly pace 
J bd ° of $36.7 billion in the coming third- 
uarter 

271 Church St., New York 13, N.Y. . That would be $1.9 billion above 
| the rate scheduled for the three 
CARBIDE months ending on June 30th. It would 


‘ > $3.9 b above > year 
RAWLORIVES RAWL-ANCHORS SHIELDS lso be $ 
ime 


> 
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CONTRACTORS NOW USING 
MORE LARGE-RADIUS ELBOWS 


Wholesalers Everywhere Increase Profit 
By Selling These Special-Radius Elbows 


Since engineers have determined that the use of special larger-radius 


elbows cuts construction costs, contractors are using more and more of 


them. This increased use of large-radius elbows has been noticed recently 


in every part of the country. Al 


€ though they have been available for 


CONDuIT 
of COLUMBUS 
CAN Suppiy 
THEM ALL 


several years, sales have increased 


rapidly during the last few months 


Actual labor costs are substan 


tially reduced because the larget 


radius eases the work of fishing 


cable through elbows. This savings 


in labor is considerabk 


The difference between standard-radius | ~ Wide-awake wholesalers have 
and special large-radius elbows is clearly —_—.~ 
: “Sik. been quick to recognize this trend 
shown here. Both elbows are the same ——  e % 
pipe size. x : It means an increase in dollar vol 
\ ume of sales and profits from the 
J 


same number of building projects 


f CONDUIT of COLUMBUS now 
g supplies all needed sizes of special 


SIZES OF SPECIAL 
LONG-RADIUS 

L large-radius elbows as shown in the 

90 ELBOW —— C — chart at the left. Take advantage 


of this opportunity. Get full data 


RADIUS “A” ] ] on costs and availabilities now 
in inches 12” 15” 18” 24° 30” 36” 42" 48° 


OFFSET 2° 0° | 2°09" | 3°99") 46" | oO" | 


STRAIGHT ; Up ) 
LENGTH | 
UNBENT vo |ve | ao se | oe | v6 | 
PIPE SIZES 17-24" | 17-3" |1°-3%"| 17-4" | | 17-6" | 97-6" | 17-6" WRITE FOR 
AVAILABLE incl. | incl. | incl. | incl. | incl. | imel. | ined. | COMPLETE INFORMATION 


Sold Only Through 
Recognized Wholesalers 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS + PIPE WIPPLES + ELBOWS, RIGID & £E.M.T. 
RUNNING THREAD ° GOOSENECKS ° WALL PLATES 
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New Stonco 

No. 6400 Superspot 
gives 121,500 CP 
for only 500 watts 


and adapts easily for 
all outdoor lighting jobs 


The most powerful sealed beam lamp ever 
designed for commercial service is the 
bright power heart of the new Stonco 6400 
Superspot, Over 121,500 candlepower is 
packed into a long-throw beam that con 
sumes only 500 watts current 


Ball parks, athletic fields, golf driving 
ranges, freight terminals, industrial yards 
these are just a few of the places where 


the Stonco 6400 gives you more light, 
where you need it most, for less money. 


Precision-designed for efficiency, and pre 
cision-built for long trouble-free service, 
the 6400 is extra-heavy-duty cast alumi- 
num, with big internal and external ribs to 
provide greater surface for rapid heat dis 
sipation. Simple installation, no mainte- 
nance, and the lamp stays bright for life 


Look at these special features 
Raintight: For all-weather use in any position 


Double the Lamp Life: Kated 2,000 hours 


twice that of ordinary lamps. 


Pre-Aiming Quedrants: Both vertical and horizontal for easy pre-positioning. 


Locked-in Focus: Interlocking teeth anchor the unit firmly in position as set, regard- 
less of vibration, pole sway or shock 


Maintenance Free: Never needs cleaning 


A full line 


sealed beam reflector stays mirror bright. 


of models 


for any outdoor installation 


STONCO 
PORTABLE 6400 
Only 13 pounds light, but 
with big lighting capacity 
right in your hand. Ideal 
for all field work, fire 
departments, emergency 

crews 


ighting, 
tight 
full details 


STONCO 
SPORTSLIGHTER 
A new way to have top 
rofessional athletic field 
well within a 
budget 


Write for CLUSTER 


MOUNTING 


+-----------; 


< 


Write for additional information 


PRODUCTS CO. 
Keaiiwerth, Mew Jersey 


rate of the March quarter outlays. It 
was pointed out by the department 
that capital spending by business firms 
has been one of the mainstays of the 
current economy. It has helped to off- 
set so-called “soft-spots” in the auto, 
home-building and appliance fields. 
The Secretary, however, said he still 
foresaw a mild letdown in total busi- 
ness in the third stemming 
chiefly from a “correction” in ji 


quarter, 
inven- 
‘tories in certain business lines. But he 
saw a pickup in the fourth quarter. 

“I am still optimistic the year (1956) 
might be better than 1955,” Mr. 
Weeks declared. 
¢ Employment High—It was also dis- 
closed that employment in mid-May 
reached a new high for that month. 
Sixty-five million persons were em- 
ployed in May, the highest employ- 
ment figure since last October. It also 
comes close to the record high of 65.5 
million set in August, 1955, The em- 
ployment estimate was a jump of 
about | million over April, despite lay- 
offs in the auto industry 


CHARLES E. BALZ, sales manager ot 
the Burgess Battery Co, has 
vice president for sales. A 


been 
named 
veteran of 16 years with the Freeport, 
I!!., manufacturer, Mr. Balz began his 
career as an advertising assistant and 
subsequently named advertising mana 
ger ales manager and 
assistant t the manager. In 


appointed sales manager 


promotion 
sales 


953 he wa 


Typical Home Value 
Set At $11,000 Plus 


WASHINGTON, American 
families want and are getting larger 
homes under the FHA program, ac- 
cording to Commissioner Norman P. 
Mason 

This is evident, he asserts, from data 
assembled for the FHA’s forthcoming 
annual report. “For the first time since 
FHA has been keeping records on the 
area of typical new homes, the space 
provided tops 1,000-sq ft,” he says 

Jhe area of the typical new home 
on which the Federal Housing Ad- 
ministration insured a mortgage in 
1955 was a little more than 1,020-sq 

Continued on page 100 


ELECTRICAL WHOLESALING—July, 1956 


4 

| 
| 
| | 
| 
‘ 

— 

A 

\ 

| | 
q 

f | 
Al TION BOX WALL 

woun 

ease 

PENDANT 

: 


“SPECIAL” ENTRANCE CAP for SE. cobles. With 5-hole insulator. Many 
inspection authorities require the use of special cables to meet particular 
requirements such as looking down a yard pole to meter box with oa 
5-conductor cable. Gedney, accordingly, designed this special entrance 
cap. Malleable iron; hot dip galvanized. 


THREADED CONDUIT ENTRANCE CAPS Like most other Gedney entrance 
caps, this one is made of malleable iron to prevent breakage hot 
dip golvanized for maximum service life. Sizes range from ‘2 to 6 


ENTRANCE CAPS for $.E. Cables —with key hole mounting bracket 
Easy to assemble — cable slips into cap and is securely held by clamp- 
ing shoe. Has split insulator and well bushed holes. Overlapping cover 
protects cables from weather. Malleable iron, hot dip galvonized 
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Cross the threshold to 
lower costs...with 


GEDNEY 


CAPS 


Malleable lron—Hot Dip Galvanized 


THESE ENTRANCE CAPS install faster— 
and cut your final costs right down to rock bot- 
tom. Like all Gedney Fittings they’re accu- 
‘ately machined and threaded...smooth fin- 
ished, with no burrs or metal particles. On top 
of that, the Gedney line includes many improv- 
ed design features that bring extra efficiency 
and labor savings. For fittings that bring 


today’s lowest installed cost, specify Gedney! 


GEDNEY FITTINGS FIT 


ELECTRIC COMPANY 


RKO BLDG + RADIO CITY + NEW YORK 20 


foundry, factory and Shipping Point Terryvilie, Conn 
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BUSINESS INDEX for April 1956* 


NATIONAL PICTURE: 


__1947-49100% 
= 


56- 


% CHANGE 
Mar. 1956 ; Apr. 1953 1956 from 1955 


Sales 165 136 +20 
inventory 153 155 


REGIONAL PICTURE: SALES INVENTORY 


(% Change) (% —— 


From 1956 From From 
Apr. 1955 from1955** Mar.1956 Apr. 1955 


NEW ENGLAND ._.. + 38 +26 
MIDDLE ATLANTIC 
EAST NORTH CENTRAL 


WEST NORTH CENTRAL . 
SOUTH ATLANTIC 

EAST SOUTH CENTRAL 
WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC .. 6 +15 +15 +- 3 +38 


*Source: Bureau of the Cemus. May projection is by this publication **4 months 1956 from 4 months 1955 
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GRATELITE* STAYS GOOD AS NEW year in-year out... 
needs no babying... 


te relomp —just lift ou 
panel—nothing to roll up 


80 beeuty trectment needed 
Grotetite keeps is 


CEILINGS OF GUTH GRATELITE LOvUVER-DIFFUSER GIVE BETTER LIGHT LONGER 


MAY WE SEND y DETAILED INF« 


THE EDWIN * ST. LOUIS 3, MO. 
TRUSTED name in lighting since 1902 


4 
> 
\ 
? 
2 
(easy to wort dimemionally stoble— 
N? 
US Pat No 2,745,001 
Conodian Potent Pendin 


ft. This compared with 838-sq ft in 
1950 and 924-sq ft in 1953. Then in 
1954 there was a slight increase to 
961 sq ft 

© Three Bedrooms— | he typical house 


« 


in 1955 was made up of rooms 


with 3 bedrooms. Ihe three-bedroom 

house was the most popular type in 

¢ 1954 as well as in 1955 although the 
1955 house was slightly more spacious 


Here are some significant details that 


NEOPRENE WEATHERPROOF SEAL someting oF the borrower who 


used FHA financing to buy a new 


Eliminates weather and vibration problems home last year 


The value of his home was about 
$11,750, and he had an FHA insured 
mortgage of slightly over $10,000, On 
the mortgage he made monthly pay- 
The McCaffrey “ACME” weatherproof ments of $74.00. Included in this figure 
seal consists of a base (flashing) and were payments to principal, interest, 

property taxes, hazard insurance and 
either one of two different types of the FHA insurance premium 


neoprene seal: lotal monthly housing expense in 
curred by the buyer of a new home 
‘ 

The base comes in aluminum, copper, under the FHA plan includes, in addi- 


lead, or zinc-plated steel. it is adjust- tion to his mortgage payments, the cost 
able to all standard roof lines, from of water, gas, electricity, fuel and 
flat to 45°. a maintenance. FHA estimates the typ 


ical housing expense of this new home 
The neoprene seal absorbs all vibration, is absolutely buyer last year was $96.00 per month 
leak-proof. Not affected by sunlight, heat or cold. No FHA figures set the typical new 
caulking compounds necessary. buyer's income in 1955 at nearly 


on service entrance mast installations 


$5,500. The typical FHA buyer of an 


THE TWO DIFFERENT TYPES OF SEALS ARE ILLUSTRATED BELOW 
Admiral Buys Raytheon 


TV, Radio Division 
( Hi AGQ, IL! Admiral Cor 


oration has acquired, for an undis 
| 


ACME “NN” (without clamp). When seal is 
forced over conduit, inner feathered neo 
prene edge flanges up around conduit, mak 
ing its own self-sealing collar This seal can 
be installed in seconds. One seal fita 1', 

and conduit; one fits 2° and 

Simplifies stocking closed figure, the television and radio 


-- manufacturing division of the Ray 
theon Manufacturing Co., located in 
this city 

Ihe new acquisition will be oper 
ated as the Belmont division of the 
Admiral Corp. Included in the pur 
chase are two plants in the Chicago 


Patent Applied tor 


area, an inventory of finished tele 
vision and radio receivers and all plant 
equipment 

President Ross D. Siragusa of the 
Admiral Corp, said that “no changes 


are contemplated in the present OF 


ACME “C” (with clamp) Seal is 
especially designed with collar to 
fit standard size conduit. Zine 
lated clamp tightens collar rigid 
iy against conduit. Available in 
all standard sizes 


ganization.” He pointed out that it was 
his company’s intention to expand the 
Raytheon manufacturing operation 
and to move into the high fidelity 


' 
' 
' 
' 
L 


phonograph field as well 


Rawliplug Moves 

NEW ROCHELLE, N.Y The 
Rawlplug Co., formerly located in 
three cepa! ite locations in New York 


MANUFACTURING AND SUPPLY COMPANY City, has consolidated operations in a 


plant located in the light industrial 

1840 W. 14th STREET e CHICAGO 8B, ILLINOIS zone of New Rochelle. The 25,000-sq 
ft structure houses both the manufac 

Makers of better flashings and seals for over 45 years turing and general offices of the com 


pany 
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NEW 


INSULPRENE 


OIL RESISTANT © WATER RESISTANT © IMPACT RESISTANT 


Strongest, toughest, most wear-resistant 
Rubber Connector ever produced. 


car no. 9966 


20 Amp. 250 Veits (AC or DC) 
10 Amp 600 Volts (AC only) 


IT’S RUGGED! 


1. A tough fibre disc has been 
molded into the INSULPRENE 
from the face to insure positive 
polarity and anchor the blades 
securely in position, thus pre- 
venting accidental pull-out 


2. Blade slots in the disc, ac- 
curately die-stamped, prevent 
incorrect insertion of blades 
even when extreme pressure is 
applied. 

This new series of rubber Twist-Lock Connector Bodies 

is molded from an exceptionally tough neoprene composition 3. #8 screws with extra large 

heads simplify wiring and pro- 


prepared especially for Hubbell. Because of its excellent 
vide a secure connection 


insulating properties and outdoor aging characteristics, this new 
material has been named Hubbell Insulprene. It has a high impact 
resistance enabling it to stand up under the roughest abuse and, in 
addition, it resists oil, hot water, live steam, grease, fatty acids. 


Insulprene Twist-Lock Units, available in 2-wire, 3-wire and 4-wire 
sizes, are among the safest, most secure and long-lived Twist-Lock 


Connectors ever produced. Designed to withstand rough industrial or 
commercial service, they are ideally suited for welding shops, 
paint-spray rooms, heat-treating departments, bakeries, 
laundries, car-wash establishments, drive-in theatres 


WRITE FOR FOLDER 


Buy them from 
your nearest 
electrical wholesaler 


DEPT. D 


FACTORY WAREHOUSE LOCATIONS ASSURE 


103 North 


Los Angeles | 3, 


37 Sewvth Sangamon St 
Chicago 7, 


State ond Bostwick Sts 
Bridgeport 2, Conn 


BRIDGEPORT, 
NATIONWIDE 


if S$ o, Calif 


4. Fibre retaining piece anchors 
terminal plates and seals off wir- 
ing area from lint and dust 


5. Powerful Hubbell cord grips 
eliminate tension from the ter- 


minals 


6. Extra rugged terminal plates 


of brass 


7. Double wire lugs on each 
terminal plate effectively con- 
fine wire strands 


8. Will accommodate same 
caps used with regular Twist- 
Lock units 


U.L. APPROVED 


Harvey 


CONNECTICUT 


STOCK AVAILABILITY 


| Dragon 
Dollas 7, Texas 


« 
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: 
: 
‘ 

4 

/ 

4 


Gilater specirication GRADE .* 


GROUNDING RECEPTACLES 


Send tor your FREE illustrated price sheet 
... liste all Slater Wiring Devices 


¢ » 
S-321-BR 

Single receptacle, brown, 
Nema 125 Volts—15 Am 
peres, with ears. Available 
in ivory (S-321-1V) or with 
no ears ($-320 

List price 60 


SPECIFICATION 
GRADE 


320-BR 
Duplex receptacie, brown, 
Nema, 15 Ampere, 125 
Volts, with ears 
List Price 
320-BR $2.19 
320-1V $2.31 


ible} 


393-iV 
New, 2 circuit duplex re- 
ceptacie, 15 amperes, 125 
volts. 2 wire at one end 
10 amperes, 250 volts, 3 
wire at other end. U L ap 
proved. List price 

$2.00 BR, $2.10 IV 


Send for Bulletin 3) 


S-328-BR 
Nema, 15 Amperes — 250 
volts, with ears. Sturdy 
bakelite. Compact design 
Available in ivory (S-328- 
IV) or with no ears (S-327) 
List price .80 


2-CiRCUIT 


New, 2 circuit duplex re- 
ceptacle—15 amperes, 120 
volts; 15 amperes, 250 
volts. Furnished with ears 
and in ivory (322-1V) 


394-BR 
New duplex receptacie 
takes either tandem or 3- 
wire crow foot caps, 2 cir- 
cuits, 20 A-250 Volts, and 
15 A-250V 
List Price 
stee! wall plate 
394-BR $2.44 
394-1V $2.54 


includes 


S-396-BR 
20 Amperes—250 volts, 3- 
wire, 3-phase or single 
phase with grounding, with 
ears. Available in ivory (S- 
396-1V) 


List price $1.45 


326-BR 

Combination 2 and 3-wire 
duplex grounding receptacle 
with ears. Also accepts par- 
allel bladed caps that do 
not require grounding. 15 
Ampere, 125 Volts, 18 Am 
pere, 250 Volts. 
List Price 

326-88 $2.24 

326-1V $2.39 


Intermediate grade, Nema 
duplex receptacle 15 am- 
peres, 125 volts. 

List Price .90 


Covers available 

Add suffix3 for receptacles 
on 3'4 cover 

Add suffix4 for receptacles 


on 4 cover 


56TH STREET AND 37TH AVENUE * WOODSIDE 77, L. N. ¥. 6-6500 


Stepped-Up Production 
At Westinghouse 


PITTSBURGH, PA.—-The West 
inghouse Electric Corp. is now in the 
midst of an all-out effort to make up 
for lost time as a result of the recent 
156-day strike. Most company opera 
tions were crippled from last October 
through much of March 

Ihe Westinghouse management had 
drawn up recovery plans during the 
long strike-negotiation Soon 
after the final settlement had been 
reached, most plants were operating 
on a six-day week, three shifts per 
day. In some areas, additional workers 
were hired. Westinghouse has also 
initiated what it “the 
advertising and promotion campaign 
in the company’s 70-year history.” 

It is reported that within two weeks 
after the strike’s end, about 95 per 
cent of the striking employees had 
returned to their jobs. Turnover of 
personnel—during the long weeks of 
talks—is reported to have been some- 
what less than normal 
e The Toll—Westinghouse President 
Gwilym A. Price recently tallied the 
toll which the strike had taken on the 


per 10d 


calls largest 


company. Losses in the first quarter 
of 1956 totaled approximately $16 
million. Losses in the last quarter of 


1955 had been about $1 million. Mr 
Price pointed out that shipments dur 
ing the strike had been about $300 
million below pre-strike expectations 
for that period 

Losses had been somewhat limited 
in the last 1955 partly 
because of rigid economies and partly 


quarter of 


because the 58 plants which were 
Operating had not been materially 
affected by the shutdown of othe: 
plants, and partly because Westing 


house was able to make shipments of 
products “from pipelines of 
supplies.” 

e Future Bright 
cial condition as a 
predicted a_ bright 
company 

“New orders for 
than 12 per cent 
received in 1954 and in the first two 
months of 1956 
excepuonally high 
share of these new 
field of heavy electrical apparatus 

Order backlogs were also reported 
as being encouraging. According to 
the company management, it will take 
an “all out effort to catch-up on 
customers’ delivery requirements on 
past orders, at the same time they are 
working to meet commitments on 
new orders.” 

Ihe consumer products field “is one 
of our greatest challenges.” Most of 
the advertising-promotion will be con- 
centrated in this field 


With a sound finan 
base, Mr. Price 
future for the 


1955 were more 
above the rate 


continued at an 
level A 
orders is in the 


large 
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Use The“PLUS FEATURES” Check Lists 
To Sell Finer, More Complete Jobs 


Biqger Job! 
1 Better Job! 
0 


GUARANTEED 


PLAN! 


ified 


Get Your Lighting Plans Certi 
to Clinch MORE SALES! 


Is Certified Lighting In 
Plus Profits and “Plus Features” Check Lists go hand in hand in Certified ' 
Operation in Your Area? 


Lighting installations. With the four “Plus Features’ Check Lists you can 
his pre 


quickly point out to prospects the important quality aspects of lighting ... and 
the advantages of special, additional lighting in specific areas. You sell bigger 
lighting jobs because these check lists make your customers see the need for a 


better lighting job. 


“Plus Features” give you a solid foundation for your biggest sales clincher 
the guarantee certificate. Issued by an impartial authority and countersigned 
by you, it gives your prospect tangible proof that his new lighting wiil meet 
national standards. Write today for free booklet and free samples of the four 
“Plus Features” Check Lists for Stores... Schools Offices and Factories 


NATIONAL LIGHTING BUREAU, 155 East 44th Street, New York City 


Lighting Equipment Sect ¢ NEMA the Nat 


This program is sponsored by ali these member companies of the industrial and Commercial Lighting Equipment 
Section of the National Electrical Manufacturers Association to help you increase your 


| 
4 - \ 
2 Ay: ai | 
\ é \ j , 
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Product (1947-49100) May 1956 Apr. 1956 % Change May 1955 ‘%/, Change 
|. Copper Wire, bare 193.7 193.7 0.0 155.3 24.7 
2. Building Wire, type R 164.8 14.8 0.0 117.1 40.7 
3. Non-metallic Sheathed Cable 1179 117.9 0.0 97.8 20.6 
4 Varnished Cambric Cable 174 3 174.3 0.0 150 7 15 7 
5. Flexible Cord type SJ . 150.4 149.2 0.8 115.4 30.3 
6. Lighting Panelboard, fuse type 119.2 118.46 0.5 115.4 3.3 
7. Lighting Panelboard, circuit breaker type 1274 125.7 {4 122.4 4.1 
a Safety Switch, 2 pole type A, 250 volts 153.5 153.7 0.1 145.7 54 
9. Safety Switch, 3 pole, type C, 575 volts 155.9 155.9 0.0 140.2 11.2 
10. Air circuit breaker, 250 volts 156.2 156.2 0.0 142.3 98 
11. Power Panel, fuse type, 250 volts 133.2 133.5 0.2 120.3 10.7 
12. Power Panel, circuit breaker type 138.8 139.2 0.3 127.5 89 
13. Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch 157.9 157.9 0.0 145.6 84 
14. Motor Control, a.c., 25-30 hp., 220 volts 151.8 151.8 0.0 137.4 10.5 
15. Motor Control, a.c., 50 hp., 440 volts 166.2 166.2 00 146.5 13.4 
16. Motor Control, ac., 75 hp., 440 volts 152.6 152.4 0.0 138.1 10.5 
17. Motor Control, d.c., 110 hp., 239 volts 169.4 1694 0.0 153.2 10.6 
18. Renewable Cartridge Fuse, 250 volts 126.0 126.0 0.0 115.7 8.9 
19. Non-renewable Cartridge Fuse, 600 volts 1279 127.9 0.0 121.4 54 
20 Plug Fuse, 125 volts, non-renewable 111.4 1114 0.0 105.3 5.8 
21. Motor, d.c., 1/6 hp., 115 volts 156.4 156.4 0.0 142.8 9.5 
22. Motor, a.c., 4 hp., 110-115 volts 106.3 106.3 0.0 108.2 1.8 
23. Motor, ac., '/) hp., 220-240 volts 111.8 111.8 00 109.6 2.0 
24. Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing 130.2 130.2 0.0 118.8 94 
25. Motor, a.c., polyphase, induction, 3 hp., ball bearing 133.0 133.0 0.0 124.8 6.6 
26. Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing 145.8 145.8 0.0 123.8 17.8 
27. Motor, a.c., polyphase, induction, 10 hp., ball bearing 1403 140.3 0.0 127.8 98 
28. Motor, d.c., 5 hp 171.8 71.8 0.0 441.4 21.3 
29. Fan, under 12 inches 112.4 112.4 0.0 113.0 0.5 
30 Fan, propeller type, 24-30 in. wheel diameter, direct connected 160.4 155.9 2.9 143.3 11g 
31. Drill production line 4 Ti 120.9 120.9 00 115.4 44 
32. Drill production line /> in 116.3 116.3 0.0 109.5 6.2 
33. Saw, production line, 6-8 in 103.1 103.1 0.0 100.4 2.5 
34, Pliers, 6-in., long nose 178.2 178.2 0.0 164.1 8.46 
35. Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted 1472 147.2 0.0 147.2 0.0 
36. Distribution Transformer, 15 kva 130.5 1305 0.0 130.5 0.0 
37. Distribution Transformer, 45-50 kva 122.4 122.4 0.0 122.4 0.0 
38. Dry Tape Transformer, 15 kva 136.8 136.8 0.0 122.9 11.3 
39. Dry Cell Battery, flashlight, type D 149.3 149.3 00 149.3 0.0 
40 Dry Cell Battery portable radio "'B pack 67'/, volts 136.4 1364 0.0 123.4 10.5 
41. Dry Cell Battery, general purpose, No. 6 type I'/) volts 152.3 152.3 0.0 140.1 8.7 
42. Voltmeter, portable type, 3'/)-6! 2 inches, 0.-300 volts 178.46 178.4 0.0 164.8 a4 
43. Ammeter, portable type, 4-6'/) inches 1699 169.9 0.0 157.5 19 
44. Watt meter, for instrument transformer, 100-150 volts 151.2 1§1.2 0.0 138.1 95 
45. Toaster, automatic pop-up 975 97.5 0.0 107.1 9.0 
46. lron, under 4 pounds 98.2 98.2 0.0 104.6 6.1 
47. ¢ ooking range standard size 101.5 101.5 0.0 102.2 0.7 
48. Washing Machine, non automatic wringer type 108.4 108.4 0.0 106.5 2.0 
49 Washing Machine. automatic 100.3 100.3 0.0 100.3 0.0 
50. lroner, table mode! 117.4 117.4 0.0 1143 2.7 
51. lroner, portable mode! 113.8 113.8 0.0 14.3 2.2 
57. Vacuum Cleaner, upright 109.7 109.7 0.0 109.3 04 
53. Vacuum Cleaner, tant 969 1043 7A 107.4 99 
54. Refrigerator, capacity 7.4-9.5 cubic feet and over 97.9 979 0.0 100.8 2.9 
55. Home Freezer Chest, 8.12.4 cubic feet 95.8 95.8 0.0 98.9 3.1 
56. Water Heater, 52 gallon tank, 230 volts ac 105.0 1064 13 104.7 2.9 
57. Radio, table mode! 85.9 65.9 0.0 86.9 1.2 
58. Radio, console model, radio-phonograph combination 98.6 98.6 0.0 97.8 0.8 
59. Radio, portable mode! 89.3 896 0.3 68.3 | 
60. Television. table mode! 678 68.2 04 69.2 2.0 
él Television comole mode! 69.6 696 0.0 68 3 | 9 
62. Radio-television-phonograph combination %9 75.9 00 775 33 

All "4, changes are increase Jecreases are indicated by minus sign Source: Bureaw of Labor Statistics 

104 ELECTRICAL WHOLESALING—July, 1956 


paint 
‘ 
‘ 
> 
| 
( 
| 


WHAT'S NEW IN MOTOR CONTROL ?* *GET IT FIRST IN CUTLER-HAMMER 


Industry Here Finds Savings in the Stars 


Cutler-Hammer Three-Star Motor Control 


Thousands of electric motor users now know the 
three silver stars on the nameplates of the new 
Cutler-Hammer Three-Star Motor Control are 
no meaningless decoration. They stand for three 
entirely new standards in motor control value 
and performance for important practical 
economies no industrial plant can afford to ignore 
Compare utler- Hammer Three-Star Control 
with all other control and see the difference. It 
installs easier so much easier that savings in 
installation costs often pay for this control. It 
works better so much better that this control 
often pays for itself many times over just by the 
production interruptions it avoids. [tl ists longer 
so much longer that this control never re 
quires maintenance care or cost in all normal 
use. Make your own comparisons and knou 
Your nearby Cutler- Hammer Authorized Dis 
tributor is stocked and ready to serve you Order 
from him today. CUTLER-HAMMER, Ine 
27 St. Paul Avenue, Milwaukee 1, Wisconsin 


installs easier 


3-D Unit Panel ; Full Three-Phase Adjustable Superlite 
Accessibility Construction Protection Overload Coils Vertical Contacts 


Removing the wrap-around The entire storter mechanism Only three overload relays Only the accurate ad Now stler 


con provide positive thee of overlood protect tical 


cover bares the entie starter can be removed trom its case 
for three -dwectional access: y loosening three 
bility. is wide open at ith mechanism out needless 
front and both sides You can mounting cose, production interruptions. And 
see everything ond reach connecting conduit ond pull only Cutler-Hommer otters 
onything. Wiring the storter ing wires is Go cinch. A great three overload relays m stan 
and complete time saver. No skinned dard starters to avoid the 
knuckles. No damaged stort costs ond delays in special 
er mechannms construction 


phose protection to stop bly 


otor burnouts and weight 


reduce 


is simplified 
impection is so easy no detail 


is ever neglected 
control 


For Control Panel Designers 


New Cutler-Hammer 

Three-Star Motor Con- 4 
trol is star-studded with #.., 
exclusive new features 
that provide opportuni- 
ties for better circuit New Control New Control New Oil-Tight 
control panels, for better Storters in MEMA Sizes O, | and Ams ¢ ‘on 


on unit 


motor protection and 4, a well os the com 
convenient 


better control perform ailable 

ance. Write now on inter 
provide additional con 

company letterhead for tol circuits os needed 


panel design handbook 
giving complete data. 
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COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 


FOR ALL MASONRY 


Arro Anchoring and Drilling Devices are distributed 
by the most economical method to you 
through industrial suppliers, wholesale hardwares, or 
electrical supply houses throughout the country. 


DOUBLE EXPANSION SHIELD MAJOR TURNBUCKLE 
DISTRIBUTORS: 
Tuis Advertisement Appears in Lending Publications 
Directed to Your Customers 
ARRO EXPANSION BOLT COMPANY 


1440 Boone Ave, Marion, Ohio 


| 


Self-Service Wholesaler 
—English Style 


TURO, CORNWALL—tThe | first 
self-service wholesale operation to be 
opened in the British electrical industry 
was described in a recent edition of 
Ihe Electrical Wholesaler, an English 
publication for the trade. Here it ts: 

At the end of 1955, according to the 
magazine, O. H. Buckingham, director 
of Hotpoint Electric Appliance Co 
Ltd., opened the Cornish depot, Sloan 
Electrical Co. Ltd., in Turo, Cornwall 

The company has—for the past 50 
years—used the slogan “Off-the-shelf 
service,’ and had been looking for 
ways and means of improving further 
service to its customers. The self- 
service store is a development from 
the removal of the trade counter some 
two years ago. The officials of the firm 
considered that the counter was a 
barrier between the customer and the 
goods he wanted to buy. In certain 
branches a small display room was 
established which the customer could 
walk round. This proved to be a suc- 
cess and the self-service store was the 
natural development 

The company used its catalog as 
the index to the store in order th’t a 
customer may use this to find the goods 
he wants. The bins are clearly labelled 
and there are always members of the 
staff available to help the customer, or 
serve him in the conventional way if 
he so desires 

A trolley ts available on the ground 
floor tor the customer when he enters 
the store. After choosing his goods, the 
customer returns to an invoicing desk 
on the ground floor so the goods can 
be booked out in the normal manner 


Manufacturers Back 
Load Building Program 


NEW YORK, N. Y.—A recent 
survey undertaken by Electrical World, 
McGraw-Hill publication, shows that 
some 39 makers of electrical equip- 
ment and appliances have indicated 
that they will lend their weight to 
the “Live Better Electrically” pro- 
gram 

While none gave specific plans, all 
said they will tie into “LBE” through 
national advertising and promotion 
and/or through their local distributors 

Included are: Allis-Chalmers Mfg 
Co.; Anaconda Wire & Cable Co 
General Electric Co.; Kaiser Alu 
minum & Chemical Sales, Inc.; Ken- 
necott Copper Corp.; Okonite Co.; 
John A. Roebling’s Sons Corp.; San 
gamo Electric Co.; Simplex Electric 
Co.; Square D Co.; Sylvania Electric 
Products Inc.; Wagner Electric Corp.; 
Ward Leonard Electric Co.; Westing 
house Electric Corp., and the Edwin 
Wiegand Co 
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Now...a complete 
motor department 
in a small space! 


This display stand FREE! Ali metal, compact, easy to 
assemble. Free with order for 25 Multi-Duti motors 


Self selling display introduces 
Emerson-Electric's full line of 
Multi-Duti motors — priced 


for your profit! 


“andl HP 
BALL. BEARING 


Get the whole story on all these motors, with “4 HP 


Send BALL- BEARING 


A new profit opportunity —Emerson 
Electric's full line of precision-built, split 


phase and capacitor-start motors for home, 


commercial, farm customers. Emerson 


Electric quality, priced to sell 


Customers come to you and selling costs 
drop when you stock the one complete 
line: ‘4, % and 1 H.P 18 differ 


ent models 


HP 
their important, exclusive features SLEEVE-BEARING 
for catalog No, M15, to: THE EMERSON 


ELECTRIC MFG. CO., ST. LOUIS 21, MO 


Emerson-Electric 


of St. Loute- Since 1690 


SLEEVE BEARING 


CALENDAR OF EVENTS 


Natl. Housewares-Appliances Show 
Convention Hall 
Atlantic City, N. J. 
July 9-13 
Exhibits, meetings, home appliances 
show 


Canadian Electrical Distributors Assn. 
Fall Meeting 

Banff Springs Hotel 

Banff, Alberta 

September 13-15 

Meetings 


National Electrical Contractors Assn. 
55th Anniversary Convention; with 
the Second National Electrical 
Exposition 
Sheraton-Palace Hotel 
San Francisco, Calif 
September 23-27 
Meetings, speakers, awards, confer- 
ence booths 


National Association of Electrical 
Distributors 

Pacific Zone 

Westward-Ho Hotel 

Phoenix, Ariz 

September 30-October 3 
Meetings, panels 


International Association of Electrical 
Leagues 

21st Annual Conference 

Sheraton-C adillac Hotel 

Detroit, Mich. 

October 3-6 

Meetings, elections, awards 


Rocky Mountain Electrical League 
S3rd Annual Fall Convention 
Broadmoor Hotel 
Colorado Springs, Colo 
October 7-10 
Speakers, meetings, exhibits, awards 


Lake Michigan Club 
French Lick Springs Hotel 
French Lick, Ind. 
October 20-23 
Speakers, golf, entertainment 


National Electrical Manufacturers 
Assn. 

30th Annual Meeting 

Traymore Hotel 

Atlantic City, N. J 

November 12-16 

Meetings, speakers, awards, elec- 

tions 


Electrical Industry-Conference Show 
Electric Institute of Washington 
Shoreham Hotel 
Washington, D. C. 

Spring, 1957 (tentative) 
Exhibits, conferences 
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QuetArc has the barrier an arc can’t cross! 


QuelArc isolates each pole in its own chamber—sale 

behind henolic barrier that effectivel a QuelAre Current Rupturing Connectors 
und a phenol arner mart evectively msulare UL Listed —600 Volts AC, 250 Volts DC 

contacts—even in the presence of mud, dampness, 20, 30, 60, 100 and 200 Amperes 

non-explosive dust 


QuelArc has insulating paths several times longe: 


than any other connector. Dirt or moisture ac« 
won't affect their efficiency 


Double-action, Arc-Quenching effect is achiev 
the design of QuelArc’s tandem arc-snuffing chamber 
QuelArc connectors may be coupled or uncoupled 
full load with maximum safety 


IT COSTS NO MORE to be sure with QueiAr >>>, Panelboard 


precautions 


Extension 


Write for O 


Pyle-Nationa! conn rs in 6 lin Io! Lenvil mie Floor 


PYLE-NATIONAL COMPANY 


WHERE QUALITY IS TRADITIONAL 
1352 N. Kostner Avenue, Chicago 51, ! 


ord Carod . Age 


epa 
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TROUBLE-FREE 


PROTECTIO 


YOU COULD 
INSTALL! 


Pierce 
Fuses Operate 
10 to 40% Cooler! 


Unique screened venting 


permits air to circulate 


freely through Pierce Fuses 


This allows free escape of 


excess heat prevents rapid 


charring and deterioration 


of the fuse case, as 


in ordinary fuse 


Pierce 
Fuse Cases 
Last 6 to 8 
Times Longer! 


| Yes, this venting acivally 
makes Pierce Fuse cases last 
6 to 8 times longer! No 
t wonder these time- 
proved, renewable 
fuses are so 
popular! 


construction. 


Unnecessary 
Blows! 


Pierce Screened vent 
ing and balanced lag COLD 
links prevent wasted links AIR 
during safe overloads. 


No More Danger of Afterblows 


Since dangerous gases and heat 
have free escape, Pierce Fuses if 


are your insurance against 
afterblows. 


EASY TO SELL! “REPEAT” BUSINESS ! 


Pierce quality construction its reputation for 
safety, long life and freedom from the troubles 
of ordinary fuses reflects prestige helps you 
build soundly for future business. 


WRITE TODAY for this factual bulletin. Start now 
to enjoy Pierce profits. (Also a complete line of 


quality non-renewable fuses 


RENEWABLE FUSES, INC. 


LEICESTER NEW YORK 


LEGAL HOLIDAYS 


JULY 

4 All states—Independence Day 

13 Tennessee—Nathan Bedford For- 
rest Day. (Banks remain open.) 

24 Utah—Pioneer Day 

AUGUST 

1 Colorado—Colorado Day 

14 Arkansas, Rhode Island World 
War Il Victory Day. (Optional 
for banks to remain closed in 
Arkansas.) 

16 Vermont Battle of Bennington 
Day 

30 Louisiana—Huey P. Long's Birth- 
day 

SEPTEMBER 

3 All states—Labor Day 

4 Nevada—Primary Day. 

10 Maine—Election Day. 

11 Wisconsin—Primary Day. 

12 Maryland—Defenders’ Day. 


OCTOBER 
Missouri—Election Day 
10 Oklahoma—Historical Day 


12 States Vary—-Columbus Day 
31 Nevada—Nevada Day 


Continued next month 


Sources: Manufacturers Trust 
Co., New York, N.Y.: Domestic 
Distribution Dept., Chamber of 
Commerce of the United States, 
Washington, D. ¢ 


New Aluminum Process 
Permits Expanded Use 

NEWARK, N. J.-A new process 
that is claimed to solve the problem 
of practical utilization of aluminum 
for electrical conductors and connec 
tions with existing copper alloy mate- 
rials, has been announced by Federal 
Pacific Electric Co 

The new process provides an in- 
tegrated surface of pure silver on 
aluminum bus bars. The bus is ap- 
proved by Underwriters’ Laboratories 
for plug-in electrical connections. The 
process results in the replacement of 
surface layer aluminum crystals with 
those of pure silver 

It is said to eliminate “bridging” of 
oxide or other surface impurities that 
frequently occurs during electroplat- 
ing. Uniform coatings of silver are 
obtained on the walls of drilled holes 
and adjacent areas where electrical 
connections are made. The silver sur- 
face provides ideal electrical character- 
istics with “self-cleaning” properties of 
the metals 

Details of the process were revealed 
by R. B. Goody, Federal Pacific re- 
search engineer 
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PEOPLE IN THE NEWS 


Joseph J. Archibald is sales manager 
of the consumer products division of 
the Jefferson Electric Co., Bellwood, 
Ill. He had been advertising manager 
for the company 


Chris J. Witting, vice president of 
Westinghouse Electric Corp., has been 
elected to the board of governors of 
the National Electrical Manufacturers 
Assn. 


Sager T. Colman has been appointed 
to the new post of export manager for 
the Square D Co. He will work from 
the company’s regional headquarters in 
Secaucus, N.J. Mr. Colman formerly 
held management positions in Square 
D's main Detroit plant and in the New 
York field organization. 


Joe McCaffrey, Jr., was appointed 
general manager of The McCaffrey 
Co., wholesale distributors of South 
Bend, Ind 


Dan E. Dunne, president, Penn- 
Union Electric Corp., Erie, Pa., an- 
nounces the appointment of Morris 
Brenner as chief engineer. He will be 
in charge of all engineering activities 
Before joining the company Mr. Bren- 
ner was with the Burndy Engineering 
Co., Norwalk, Conn 


James A. Keer, formerly assistant to 
the vice president in charge of sales 
has been appointed director of public 
relations for the Federal Pacific Elec- 
tric Co. Mr. Keer continues to serve 
as administrative assistant to Vice 
President R. C. Graves. 


Fred Ullberg is vice president in 
charge of sales for the Instrof division 
of T. J. Cope, Inc., Collegeville, Pa 
He replaces James G. Thomas as gen- 
eral sales manager. Mr. Thomas had 
resigned from the company when it 
moved from Philadelphia. 


A. F. Davis of the General Electric 
Supply Co., Atlanta, Ga., has been 
named to the board of directors of the 
Georgia division of the Purchasing 
Agents Assn 


Robert T. Sheeran is project man- 
ager in the public relations department 
of Sylvania Electric Products Inc., ac 
cording to George W. Griffin, IJr., di- 
rector of public relations 


R. P. Broadhurst is district sales 
manager of the Chicago district 
Youngstown Sheet and Tube Co. C. 
Hix Jones is district sales manager of 
the Dallas district succeeding Frank D. 
Carroll, who is retiring after 40 years 
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To: Western insulated Wire Co 
Los Angeles 56, California 


Please send free brochure describing Bronco 66 Certified 
NAME TITLE 

COMPANY NAME 

ADDRESS 


WRITE for the complete 
story of BRONCO 66 
CERTIFIED. the cable 
with 67 32% Neoprene 


the jacket! 


¥ 

. 

or 
ELECTRICAL WIRE & CAB 

' M 

© 
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Carl Schlarb has joined the Cannon 
Electric Co., Los Angeles, sales staff 
as assistant to distributor sales man- 
ager Bob Davison. He will concentrate 
on hospital and signal equipment, but 
will also serve as distributor sales rep- 
resentative for factory distribution. 


Offers the Latest 
Development in a 


Irving F. Matthysse has been pro 
moted to chief engineer of the utility- 
industrial division of the Burndy En- 


gineering Co., Inc., Norwalk, Conn 


Connecting and Disconnecting 
Prior to his new appointment Mr 


S ¢ K T Matthysse had been assistant chief 
engineer. He has been with the manu- 


FOR INDUSTRIAL REFLECTORS a facturer since 1928 


Robert E. Dury has been elected 
vice president and assistant secretary 
of the Redmond Motor Co., Owosso, 
Mich. He continues to be director of 
manufacturing 


A. W. Edwards is assistant to the 
vice president, apparatus products 
Westinghouse Electric Corporation. 
He succeeds H. N. Muller, Jr., who 
has been appointed chief engineer of 
the Canadian Westinghouse ( ompany 


Ltd. 


Charles A. Burton is regional sales 


THE vice president of Sylvania Electric 


Products Inc., a new post. He was 


general sales manager of Sylvania’s 
EASY TACH 


lighting division. Mr. Burton is now 
responsible for coordinating the com 
pany’s overall sales program in the 
Middle West. His headquarters are in 
Chicago 


OBITUARIES 


OW the complete line of QUAD RE Harold Y. Crounse 

FLECTORS can be equipped with EASY Harold Yates Crounse, 47, sales 
TACH., a socket with simplicity of design that manager for Henzel-Powers, Inc., 
makes quick connecting and disconnecting of Albany, N. Y., electrical wholesalers, 


lamped reflectors very eas died on May 30th 
P Y y Mr. Crounse started as an office 


Any size or style of QUAD socket type re- boy for the Electric Supply and Equip- 
flector with hex hole may be converted to the ment Co. He later became a sales- 
quick connecting and disconnecting type by 
ager of Henzel-Powers. Mr. Crounse 
substituting the new EASY TACH socket for was a member of the International 
the regular one-piece '2-inch Electrical Engineers Society 
medium or mogul socket. 


This new socket feature will be a O. D. Miller 
gréat advantage in making your O. D. Miller, manager, General 


reflector sales move at a faster Electric Supply Co., Allentown, Pa., 
pace died on May 3. Mr. Miller, who was 


60 years of age, had been associated 
Write for complete descriptive with the company for 19 years 
literature 


E. G. Jacques 


Edward G. Jacques, former presi 


aoe dent of the Electric Association of 
e nh Kansas City, 1924-1926, died on April 


1. He was formerly district manager 


$73.8 EO CH A 607, of the American Steel and Wire Co 


Mr. Jacques retired 20 years ago 
q 
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SALES REPRESENTATIVES 


Gem Electric Mfg. Co., Inc., Brook 
lyn, N. Y., has appointed Guy de 
Leuze Co. as sales representative for 
the northern California and northern 
Nevada area. Guy de Leuze’s head 
quarters are at 221 Oak St., San 
Francisco, Calif 


Alpha Wire Corp., New York, N. Y 
has announced the appointment of Bill 
Kolans & Co., 3589—20th St., San 
Francisco 10, Calif 


The Miller Co., Meriden, Conn., has 
announced the addition of Jerry J 
Poniske as sales representative to the 
firm of Custer & Co., sales agency, for 
the manufacturer in the St. Louis, Mo., 


BY GOOD MOTOR CONTROL 
DISTRIBUTION ECONOMICS 


area 


Furnas Electric Co., Batavia, Il, has 
named the Donal Company, Portland 
Ore. The company is headed by Don 


E. Johnson They take advantage of the “in-between” sizes of 
Furnas Electric magnetic starters. For example, 
Furnas offers nine sizes of magnetic starters in- 
stead of the usual five in the 1 to 100 hp range. 
Half of them are “in-between” sizes, priced ac- 
cordingly, and provide a size for practically every 
motor horsepower rating. You don't have to stock 
a size 3, for example, when a size 2'/, will do the 


job. 


Miller Electric Co., Meriden, Conn 
has appointed Robert B. Helfrich as 
sales representative for the Virginia 


territory. His headquarters are in 
Richmond. Prior to his becoming a 
manufacturers’ representative in 1955, 
Mr. Helfrich was a sale engineer and 
secretary at Virginia-Carolina Electric 
Sales, Norfolk, Va. He came to Nor 
folk from the General Electric Supply 
Co., Raleigh, N. ¢ 


Now, with less dollars you carry a more repre- 
sentative stock, make more profit. How? Because 
of greater standardization Furnas Electric is able 
to offer nine hp sizes in only four basic designs 
and four Dual Voltage coils do the work of ten, 


fork Clock Co., Inc., Mount Vernon, 
N. Y., has appointed the Fred D. Benz 
Co. of San Francisco as sales repre 
sentative for Tork time switches in 
northern California 


Market surveys show that Distributors can sell 
nearly three times as many “in-between” sizes as 
conventional sizes, User savings average nearly 
19% on “in-between” Furnas sizes, thereby in- 
creasing the sales and profit opportunities of 
Furnas Electric Distributors 


ASSOCIATION NEWS 


WASHINGTON, D. C.—tThe Electric 
Institute of Washington, in conjunc 
tion with the electrical wholesalers and 
electrical contractors of the cily, are 
planning an Electrical Industry and 
Conference Show for the spring of 


1957. The location will be the ground eo. : | INVESTIGATE 
| 


floor of the Shoreham Hotel yal © 


OMAHA-—The Nebraska-Iowa Flec 
trical Council is the 1Sth Certified 
Lighting Bureau in the nation. The 


These and many other advantages can be 
yours. For complete information ask for 
Distributor Portfolio 5412. Write or 

| phone—Furnas Electric Company, 1069 
McKee Street, Batavia, Illinois 


lighting license allows the council to 


award certificates for commercial and 


industrial lighting which meets quali 
fications set up by the National Light 


ing Bureau 


TORONTO— Harry Foy has been ap 
pointed to manage the Electric Service 
League of Ontario. He has had 15 
years’ experience in the sales depart 
ment of Ferranti Flectric, Ltd., To 
ronto 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 


SALES tre ALL PRIMCIPAL 
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BIG BAR electrically 
lighted (also available 
without light) 


SOLID BRASS 
—»> 


NARROW 


harmonious design 


for ringin 
chimes, bells, 
buzzers, etc. 


featured on Trine’s No. 1 Push Button Display 


with FREE transformer that lights up pilot-lite push buttons 


Trine’s new DEAL 


available push includes: 


in two types: Display 


No. 25 715 with 
for 6 to 4 samples 
16 Volts and 
introductor 
No. 25 124 back-up 
for 24 Volts stock of 
(For motor 11 assorted 
driven chimes) push buttons 
No special list price 
wiring 
required. $] 3 28 


This versatile, expandable display is one of a series of new Trine Sectional Displays 


Here are several woys you con expand your Trine Sectional Displays 


Masonite silk ¥ T WA 
screened in tull | | 


rich color, com Hang on Wall, Kew 4 — + 
Sertions Alongside 
plete with wire 
Wire Easel for easel for stand 


Counter Dinplay 
ing, four eyelets 


tor hanging, S-hooks for joining to 


future sections Free transformer 
with 6 ft. of wire cord ready to | Hang on Wall—New 
plug in be Sections Fit Underneath 
‘ang on Wall, New Section 
Fit Alongside ond Undernen:) 


Trine aN Display ivaila “4 rai and 

Trine Manufacturing Corp. 
1430 FERRIS PLACE NEW YORK 61, N.Y. festens Beatty on Welt” 
ta 


NEW LITERATURE 
Ballasts——I welve-page catalog and se- 
lection guid overs the company’s 
complet i f fluc nt lamp hal 
lasts. D vated GEC-983H, the illus- 
trated bulletin ntair new data on 
weatherproof ballast Ihe two-color 
publication also has wiring diagrams, 
list pric nd elect il specifications 
Included are ballasts for general line 
luorescents pl iSti sign and outdoor 
applications, dimming, germicidal flu- 
orescent rapid-start and _ circline 
lamp ind d¢ operation Published by 
the General Electric Co., Schenectady 
N_Y 


Lighting—Full-color supplement to 


the manufacturer's “Golden Anniver- 
sary Style Book I i 16-page booklet 
describing and illustrating the newest 
fixture collections. This ts the first de- 
tailed presentation of new residential 
lighting by the company in two years 
Designed for the use of consumers. 
architect decorators, builders, distri 
butors, dealer electrical contractors 
and electrical power companies. The 
hooklet i published by Lightolier, 
Inc 346 Claremont Ave., Jersey City, 
N. J 

Motor Starters—Several new features 


have been incorporated into bulletin 
9586 ac magnetic motor starter. While 
still retaining the outstanding features 
of “Three Star Motor Control” quality, 
the bulletin 9536 now has improved 


pressure type terminals, a snap-on con 


tact block cover hich locks into place 
ind is said to provide for instantane 
ous inspection and contact servicing, 
an exclusive visual or audible alarm 
circuit ind a new pla tic covered coil 
insulation icuum impregnated 
Standard in thre color For further 
information about publication EE-191 


write Cutler-Hammer, Inc., 476 North 
12th St Milwaukee Wis 


Lighting How to Light a Gymna- 


sium” 1s said to contain the most up-to 
date information available on the use 
of fluorescent and incandescent light 
ing in various cde es of intensity and 
location to ach e pl Ise lighting bal 
ance. Based on sound engineering prin- 
ciple, the booklet discusses the proper 


architectural and visual efficiency fac 


tors relating to uniform, well-distrib 


uted gymnasium lumination with 4 
minimum of direct glare. Principals of 
the three levels of illumination are cov- 
ered, as are the p oper use and coordi 
nation of fluo ent and incandescent 
light ny Ih hooklet is written by 
John S. Frizzell, lighting engineer, and 
is published by the Pittsburgh Reflector 


Co., Pittsburgh. Pa 
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Lighting 
folder on mercury fluorescent lighting 
fixtures contains specifications, photo 
metric data and other details. The unit 
is an all steel, louvered fixture de 
signed tor schools, stores and similar 
installations. It may be mounted either 
surface or pendant, individually 

continuous rows. Matching spot boxe 
are available for accent lighting lwo 
three- and four-lamp units in rapid 
start and slimline models with 
lengths from 48-in to 96-in—are avail 
able. Copies of the revised folders are 
available by writing Smithcraft Light 
ing division, Chelsea 50, Mass 


Lighting—Four-page lighting bulletin 
illustrates and describes recessed and 
surface lighting equipment. Informa 
tion includes prices and technical data 
Write for bulletin 456, The Art Metal 
Co., ¢ leveland 3 Ohio. 


Lighting—The complete line of “Flo 
ralite” garden and play area lighting 
equipment is described and illustrated 
in bulletin no. 135-56. Portable units 
equipped with extension cord sets, as 
well as permanently mounted types 
are included, The entirely new units 
feature fibre glass shades. Available 
from the Steber Manufacturing Co 
Broadview, Ill 


Limit Switch—Design features and 
engineering data about a new rotating 
limit switch, with heavy duty pilot 
ratings up to 480 volts, are presented 
in bulletin no. 5605. This four page 
bulletin contains voltage rating charts 
dimensional diagrams, wiring illustra 
tions, application photos and list 
prices. Easy instructions for adjust 
ing rotating limit switches are also 
furnished in the bulletin. Write the 
Furnas Electric Co., 1069 West Mc 
Kee St., Batavia, Ill 


BOOK REVIEWS 


Progress in Labor-Management 
Relations 


American Management Assn. 
New York, N. Y. 


Contents include forecasting tomor 
row’s industrial relations; trends and 
problems in industrial relations; sup 
plemental unemployment benefits. Al 
so discusses the operational problem 
such as “You Must Bargain for Your 
self! the NLRB—its functions and 
philosophy 

68 pages 


Measuring Salesmen’s Perfor- 
mance 


George M. Umemura 
Nat'l. Industrial Conference Board, 
New York, N. Y. 


Describes the measurement technique 
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PRODUCTS” 
ES INSTALLATION 
FASTER...EASIER 


STANDARD 
FOR 2” PIPC 


Also available 
FOR PIPE 


EVERYTHING FURNISHED 
but the house and conduit 


Here is the only Service Fatrance Ma 
complete in every detail—includis 
flashing even nece iry bol 
screws and nails. Can be steal 
electrician, with electricians 

Cut down installation 
easier, Quicker to install, service 
mast kits 


CHECK THIS LIST 
OF COMPLETE PARTS 


Vise-Grip Service Entrance Cap that 


fils a2 pipe 
Galvanized Roof Flashing and Storm Collar 


Roof Mounting Piate of new and original 
design 


Cenduit hanger with 24 lag screw 
attached 


Slip-fitting offset reducer with interior 
grounding device 


Non-hardening roof sealing compound 
All necessary bolts, nuts, lag screws and 
nails 

Plus—Porcelain Products fameus 7061-4 
Pipe Mounting house brackets as specified 


WRITE FOR DETAILS TODAY! 
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FINDLAY, OnIO 


Here's News 
for profit-conscious 


DISTRIBUTORS 
° 


New! Efficient 
one piece ven 
tilating unit 
in 12-16-20 and 
24” blade size 
Includes auto. 
matic shutter 
yuard, 
and blade inone 
assembly. Ba 

installation 


Write NOW 
for amazing LOW PRICES—Complete Catalog 


EMGLO 


8O MESSENGER STREET + JOHNSTOWN, PA. 


A financial giant, the new Texas 

Bank rises on the fabulous Texas Gut 

coast. Marcus transformers provide Money 

in the bank’ dependability for power aim 

lighting distribution. For Architect: Kenneth Frearhebm, 
performance and greater profits, Choomm Marcus Engineers: Bernard Johnsen & Associates, 
for your next transformer installation Electrical Contractor: Howard P. Foley Co 


TRANSFORMER CO,, inc. 
RAHWAY, NEW JERSEY 


Representatives in Principal Cities 


“Mark of Quality” 


A COMPLETE LINE OF DRY TYPE AND LIQUID-FILLED TRANSFORMERS THRU 5000 KVA 


116 


of 137 companies. Summarizes the 
advantages and disadvantages of each 
method and describes the conditions 
under which each operates best 


55 pages 


Job Evaluation 

E. Lanham 
McGraw-Hill Book Co. 
New York, N. Y. 


Explains the steps of installing and 
maintaining a program of job evalua- 
tion, how these steps should be carried 
out, and who should be responsible 
for the execution. Discusses the under- 
lying principles and _ philosophies, 
practices and procedures currently 
utilized, and recommendations regard- 
ing desirable practice 

404 pages 


NEW PRODUCTS YOU CAN USE 


Heaters 
Electromode division, Commercial 


| Controls Corp., Rochester, N. Y. 


Radiant circulating electric heaters 
have an entirely new type of heating 
element which radiates two-thirds heat 


| forward. According to the manufac- 


turer, heat is radiated directly into 


| the room from two sides of a “Tri- 


Core.” A highly polished reflector is 
designed so as to circulate the heat 
radiated from the third side, thereby 
giving even warm air circulation 
throughout an entire room. 


Utility Lights 


Steber Manufacturing Co., Broad- 
view, HL 


Series of “Utilites” with aluminum 


| housings is for PAR-38,R-40 lamps. 


Three variations are available—no. 12 


| equipped with base plate for surface 
| mounting or for attachment to 3%-in 


—4-in outlet box. No. 12-S is furnished 


| without outlet box mounting plate but 


with spike for pushing into turf for 


| outdoor safety or decorative lighting. 


No. 12-SO is equipped with both 
ground spike and base plate for surface 
of 3% -in—4-in outlet box. 


Lantern 
Burgess Battery Co., Freeport, I. 


Iwo-in-one dry battery is used in a 
utility lantern. The all-purpose “Radar- 
Lamp” features a cottage-type light- 
head incorporating a compact 2% by 
2% inch circular unbreakable clear 
chimney which throws a wide circle 
of bright light. Unit may also be used 
for supplementary illumination. It has 
two standard 6 volt batteries wired in 
parallel. The battery itself is com- 
pletely self contained and eliminates 
the conventional separate battery case. 
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Hood, Fan Combination 

NuTone, Inc., Cincinnati, Ohio 
Combination range hood, with fac- 
tory-installed fan, is claimed to save 
up to one-third of on-the-job installa- 
tion time. This new unit complements 
the full line of the manufacturer's 
hoods and fans. It is obtainable in 30 
in, 36-in, 42-in, 48-in. Choice of 
white or copper enamel finishes. A 
grease filter and provision for an in 
candescent light are included 


Wire 


Continental Wire Corp., Walling- 
ford, Conn. 


Silicone insulated wire is designed for 
high temperature resistance (up to 
500°F). It is said to be ideal for small 
conductors in many electronic appli- 
cations 


Relay 
Square D Co., Milwaukee, Wis. 


Four pole machine tool relay measures 
only 2'% wide by 3114,-in high 
It is identified as Class 8501, type DO- 
42 and is a companion device to the 
two pole type DO-22. The two ver 
sions (both 10 amperes, 600 volts) are 
said to be capable of handling the 
great majority of relay applications 
Both relays have identical baseplates 
and can be mounted interchangeably 


Receptacles 
The Arrow-Hart & Hegeman Elec- 
tric Co., Hartford, Conn. 


Flush duplex weatherproof receptacles 
will readily accommodate any two 
standard plug caps, unlike the ordinary 
weatherproof outlet, according to the 
manufacturer. This weatherproof as 
sembly is available with a wide range 
of duplex receptacles—up to 20 dif- 
ferent types. Depending upon the type 
receptacles desired, this unit may be 
had side-wired, back-wired, and side- 
wired, 2-wire or 3-wire. 


Circuit Breaker 
General Electric Co., Schenectady, 
N. ¥. 
Smaller “E” frame circuit breaker is 
standard on all the manufacturer's 
combination starters with breakers 
rated 250 volts, 100 amperes maxi 
mum. The new design—and also the 
600 volt form—now include provision 
for using the same type of handle 
mechanism currently used on com- 
bination starters with a disconnect 
switch. This mechanism mounts di- 
rectly on the breaker. Meeting JI¢ 
specifications, this circuit breaker form 
of combination starter is engineered so 
that the starter handle can be pad- 
locked only in the off position 
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...acombination that has already saved hun- 
dreds of dollars in maintenance time. The 
floodlights can be serviced from the ground 
(thanks to Revere Hinged Poles). The light- 
ing system can be put back into service in a 
fraction of the time required when flood- 
lights are mounted on Rigid Poles. 


Revere will gladly go over your lighting 
problem and offer a complete package deal 
from Runway Markers, Code Beacons, Ob- 
struction Lights—to Apron and Parking Area 
Lights. Revere manufactures a full line of out- 
door lighting equipment for all requirements. 


Write today outlining your plans. 
This places you under no obligation. 


REVERE ELECTRIC MFG. CO. © 6009-17 BROADWAY © CHICAGO 40, tit. 
Available in Canada thru Curtis Lighting, Lid., Leaside, Toronto, Ontario 


THE OMLY COMPLETE LIME OF LUMIMAIAES - FLOOOLIGNTS POLES FOR 


AIRPORT . SERVICE STATION OCUTOOGR THEATRE. MAMI ME AHO IHOUSTHIAL 
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NEVER BEFORE 
A LIGHT 
LIKE THIS! 


for Machine Tools, 
Assembly, Inspection 


MODEL 66-BP-701 


Pkg of 4 


SENSATIONAL NEW 


Unive real Arm Joints | sree 

j th, eas 

t har t 

NEW Collar Dise Joints K t wf Combina 

f nd iting joint 

A for ning re 
NEW Reflector design with ori 


NEW Base 
© 
NEW Wiring oket 
Vi 
NEW Finish y ot 


Compe 
@ 
storsa 


ima trial 


THE FOSTORIA PRESSED STEEL 
CORPORATION © Fostoria, Ohio 


slit aAvatlable through 


= 


ADSWORTH AMP. FUSIBLE MAIN 
ADEQUATE WIRING / 


Hanger Outlet 
Bell Electric Co, Chicago, 


All metal electric clock outlet has a 
large rectangular opening to permit 
finger insertion of plug caps and to 
allow room for storage of excess wire 
[his hanger permits the clock to hang 
flush against the wall. The outlet pl ite 
features a built-in hanger prong which 


ecurels mold the clock 


Insulator 
Red Seal Electric Co., Cleveland, 
Ohio. 
Polyester insulator is for traveling 
crane trolley feeder conductors. It ts 
for use in replacing hardwood con 
ductor posts on trolley feeder runways 
Designed for service up to 1,000 volts, 
the unit is said to be the smallest in 
sulator available 


Heating Cable 
Sunwarm, Inc., Kingsport, Tenn, 

Sun-Loom Lead” is designed to in 
crease the speed and economy of elec 
tric ceiling heat installations It 1s 
pre-loomed with protective aluminized 
insulation, ready for use. This 1s 
claimed to do away with the former 
method of hand threading the lead 
through a loom trom the tic-On point 
to the 


thermostat box 


MINERALLAC 
“PULL-IN” 


COMPOUND 


No. 100 


LISTED 
and 
APPROVED 
by 
UNDERWRITERS 
LABORATORIES 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Convenient pint, quart, 
“ gal., gal. and 5 gal. cana Available 
through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 


25 Worth Peoria Street, Chicago 7, Illinois 
MINERALLAC 
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Combinations 
Keystone Manufacturing Co., Cen- 
ter Line, Mich. 


Box-bar hanger combinations come in 


a variety of types said to iIncorpor ile PREFERRED 


several special labor-saving, time-sav 


ing features. Built to standard dimen 


sions of 4-in by | in deep, the octa 


gon boxes come mounted on either 


Shallow or deep offset bar hangers 


No. 99 


9 in or 24-in long. The boxes are 


furnished with “BX” clamps for a1 JUNIOR 
mored cable and flexible metallic con 

, duit installation; “Romex” clamps for ROLL 
installing non-metallic sheathed cabk POCKET 
or flexible tubing in knockouts for KIT 


rigid metallic conduit. Made of heavy 


gauge steel, the new boxes are avail 


able in corrosion-resistant galvanized 
or baked aluminum enamel finish 


Hook-Up Wire 
Hitemp Wires, Inc., Mineola, N. Y. 
Stranded hook-up wire has extruded 


TO SHOW ’EM IS TO SELL ’EM 
THIS POCKET-FUL OF FIRST-CLASS TOOLS 


let ‘em see that rugged XCELITE plastic handle —those nut driver bits with 
precision tormed sockets——-the 2 Phiilips and 2 slotted screwdrivers they ll want 


to own this top-value roll kit. And every sale means new friends and repeat 
business, because XCELITE tools have the built-in Quality that the experts prefer 
Are you getting your share of that good “99 Junior’ business? Write for prices 


Teflon” insulation. The wire, for high 


temperature service, is produced under 
the trade name of Temprex The 
wire is Claimed to be impervious to all 


and details today 


known commercial solvents. Insulation 


ACELITE, INCORPORATED 


is said to remain unaffected by weath 


ering, ageing, fungus or moisture Am 


Dept. A, Orchard Park, N. Y 


bient temperatures trom 90° C to 


plus 250° C, will not change electrical 


or physical characteristics of the wire 


Available in 14 colors, and enumerabl 


Specify 
KNOX) 
WIRING 
DEVICES 


* FOR DOLLAR VALUE * FOR QUALITY py 
d * FOR SERVICE * FOR SAFETY 
i 
POWERCRAFT 
660 Watts oS) 
STOCKS FOR IMMEDIATE y L 
SHIPMENT 
PRIMARY BUS SUPPORTS No. 1734 
ing service conditions. Available for Indoor and PULL CHAIN LAMPHOLDER 
GMA POWERCAAFT Ine at For use with either or 4 Outlet Boxes 
Othe: POW RCRAFT ~ You ll find every (KNOX) product node of fine aque 
Outdoor Disconnecting Switches, Bus Clamps. Power - ity materials plus precision engineering and 33 yea r yy. , 
Connectors, Pipe Frame Fittings for 1/4" |. P. $ of manufacturing skill and “know-how ao combir = 


Pipe, and Clamo Insulator Supports 
Send for new catalog 


PowercraFl 


Write for free Illustrated Cata 
Se KNOX PORCELAIN CORPORATION 


St. Louis 4, Mo. Prospect 6-4532 WNOMUILLE 1, TENNESSEE 


Since 1932 


July, 


tion thet assures you of a fine product, durable ‘ 
and easily installed For best result pecify KNOX 
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This was.good-" 


but...for 


Modern Lighting 
see 


THE QUALITY LINE OF 
LAMPHOLDERS 
AND ACCESSORIES 


SEND FOR SPECIAL BULLETIN 
NO. 555 AND PRICE LISTS 


CAST ALUMINUM-—-SILI- 
ALUMINUM 


NO. 6A-601 
CONE RUBBER GASKET 
COVER.-READY WIRED 


NO 600-—-ONE PIECE DRAWN STEEL 
HEAVILY PLATED TO WITHSTAND 
WEATHER WITH SIX FOOT CORD 
AND PLUG 


combinations of | or 2 color strips, for 
use where wire identification is a prob- 
[his being made in a 


range of from 26 to 10 


lem wire 1s 


wide $iZes 


iwg., inclusive 


Eagle Electric Mfg. Co., Inc., Long | 


Island City, N. Y. 
Push-pull Jiffy 


without 


plug features wiring 
the any 
no moving parts. The 
have & the 
standard automatic 
1% parallel cord 1: 


in S seconds use of 


tools. There are 


unit is claimed to times 


contact area of the 
plug. Common no 
pushed through one slot into the other 
and then is pulled tightly. The tighter 
the cord is pulled, the better the con 
A metal wedye 
into the 
any 
the contact wedge 


in long, enters 
without 


tact 
end 
By this prin 
ciple is completely 
surrounded by copper wire for its en 
The 
the 


lies 4 le 


directly cord 


piercing insulation 


cord comes out from 
plug where it should 
to the wall, 


tire length 
the 


be, so it 


side of 
out of 


the way 


RING UP SALES LIKE _ 


NO POWER BLACKOUTS HERE! 


Down in the land of Sun 
shine and Tropical Storms 
Standby Power is a must to 
keep vital electrically op 
erated machinery and equip 
ment functioning continu- 
ously in spite of power 
breakdowns. This Katolight 
50 120/208 volt, 3 Phase, 60 cycle 
1800 RPM Revolving Field type generator 
driven by a gasoline engine was chosen to 
best fulfill the requirements of Miami's plush 
Baimoral Hotel 
Whether it be @ tropical storm or northerr 
icy blizzard there is a Katolight unit to 
meet every requirement up to 500 KVA 


Available with gasoline, gas or diesel engines 


WRITE FOR OUR CATALOG 


atolight corroration 


Box 891.92 Mankato, Minn 


Latrobe 
Electrical 
Products 


Clean and compactly designed to 
cut installation time to the bone 
and give smooth, trouble-free 
service “Latrobe” Products give 
a full measure of value. 


Two Gang Adjustable 


Floor Box 


Adjustable Boxes come in single-round or 
square bodies. Also in square type Single 
Gang, Two Gang, Three Gang and Four 
Gang Boxes. All adjustable boxes are now 
bonded which makes them fire-proof 


Non-Adjustable 
Floor Box 


Represents the last word 
in unique design, neat 
appearance, fewest num 
ber of parts, and least 
amount of labor to in 
stall 


Insulator Supports 


Malleable iron clamps of 
high tensile strength. Four 
sizes to fit all standard 
porcelain or glass insula 
tors 


Sold Only Thru Wholesalers 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes Cover Plates 
Junction Boxes Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 
Write for new catalog 
Sales Representatives in all principal cities. 
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HEVI-DUTY SINGLE AND 
THREE-PHASE INSULATING 
TRANSFORMERS ARE... 


COOL Have highly efficient chimney 


type ventilation system 


QuIET Special core and coil design 


greatly reduces transformer hum 


School Lighting 
Sunbeam Lighting Co., Los Angeles, 
Calif. 


Luminaire is specially designed to 


meet—and in many instances to sul 


pass—needs for school lighting, ac 


cording to the manufacturer. The 
“Visionaires” are said to fulfill ad 
vanced illumination requisites such 


’ high intensity illumination with low, 
comfortable brightness, proper shield CONVENIENT ‘| op cover is removy 
ing from all normal viewing angles able for easy access to leads 
, and maximum installation flexibility Single-P} Somnath 
The design of the units is the result of with DURABLE Rigidly blocked coils are 
intensive photometric research in the power and lighting loads vacuum-impregnated with special var 
manufacturer’s laboratories Sizes from 5 to 1000 KVA nish to insure long trouble-free opera 
Optional tion 
Voltage Booster Hevi-Duty Insulating Transformers 
Portopower Division, Ferndale 20, are available in a wide variety of os 
Mich. standard models or may be engineered 
to your exact specifications. Send for 4 
Portable power voltage booster is d Bulletin 499 or outline your require . 
signed to deliver additional voltage ments and our engineers will recom 
required in work where fewer tools mend a transformer for you 
are used. It is equipped with a voltage 
meter for checking delivered operating 
power, a 5-position voltage increase 
switch, each position providing a 10 as 
volt step-up in voltage output (total in : 
crease available is 50 volts). the HEVIeDUTY 
operation of a portable power saw, th Insulating Transformer for 
lost through use of an extension cord volt er ssene 1207208 volt 
. secondary, 60 cycles Sizes MILWAUKEE |. WISCONSIN 
from service drop to point of opera from 6 to 2000 KVA ' 
tion 4 
MODERN UNIVERSAL 


SPECIALTY 
CONDUITS 


U-20 
BLACK or GREY 
SEALFLEX 
U-10E 
EXTRAFLEX 
U-1OEW 
PULFLEX 
U-1O0FC 
TWISTLOC 


QUALITY 
FITTINGS | 


New Price Catalog Today! 


Quality .. . ALL METAL FLEXIBLE HOSE PRODUCTS 


2107 South Kedzie Avenue, Chicago 23, Illinois 
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Binder Strip 


lyp hinder i aid to secure 
TO THE re p cdy ‘ manufacturer 


Kpanded meta le trough system 
ihles. The new inverted “J” binder ae ae 
rip repla i verted type 
16 gauge steel and 1s projection welded BO 
‘ ‘ op ede f the trough. The 
Pk AYER desivz illow one electrode to 
{ ome im contact with the expanded T 
permits the pickling RANSFORMERS 


it after galvanizing 
rong and rigid con ) 


hottom plate that fits « 


cdge ol the trough 


SALES AIDS 


Fagle Electric Mfg. Co., Inc., Long 
Island NY 1 he via 
plug fu is being merchandised in 
Up to date every day. sno-Pak’, a visual, completely cell 
phane Vrapp d di play package fo 
Completely illustrated. helf open ounte! or rack selling 
Ihe pack ts sealed to cut down pilfes 
Compact, easy to carry. : 


Carefully indexed and a 


and to avoid loose fuses 


Square Co., Detroit, Mich Inex 


cinch to use. identification ind holder kit 


mas PRIGE BOOK 


ble identification ot 


— 


© verve 10 volt single phase 


Is the answer to keeping circ be a om 4 power trans 


current with the constantly NOPp 
changing prices of the ma- 


VOLTAGE TESTERS: 


terials you sell. 
USE IT and watch your a“ 


sales increase! 


* 


HENDERSON-HAZEL CORP. 


publishers of 


NATIONAL PRICE SERVICE ) 


13601 Euclid Avenue 
Cleveland 12, Ohio NOPP 2 
PHASE SEQUENCE ARE YOU 


INDICATORS* 
HENDERSON HAZEL CORP., Dept. 8-67 ELLI NG 
13601 Euclid Ave., Cleveland 12, Ohio 
Without obligation, please send complete T M | 
details about your price service tor Whole 


sale Electrical Distributors 


ACME ELECTRIC CORPORATION 
677 WATER STREET CUBA, NEW YORK 


KNOPP Inc 
4283 Holden St., Oakland 8, Calif. 


* Profitable to Stock and Sell 
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1455 SPRING GARDEN AVE 
PITTSBURGH 12 PA 


7 ilfentior b | 
instant 
shield ! 
kdwin Wiegand Co. Pu 
Pa An operating 1 f 
of n lect 
mounted 
vuted | 
aid 1} } 
given off ft k 
ide of | 
that rm 
operat } 1! 
import 
by allowing hand 
“feel tI Ih 
Strat 
po 
for 

WELDING 
BRAZING 
L. B. ALLEN & CO. inc. 
6701 BRYN MAWR AVE 
, CHICAGO 31, ILLINOIS 
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CLASSIFIED 


SELLING OPPORTUNITIES s 


UNDISPLAYED 
mum 3 tines 


$1.20 per line, mi 
average words as a | 


vance payment 
Box Numbers 


WANTED 
ADDITIONAL LINES 
NORTHERN OHIO 
REPRESENTATIVES 


Long established Sales Agency, 
representing top manufacturers, wishes 
new lines of Boxes, Devices, Wire and 
Cable, etc. New office and warehouse 
building. Now calling on Electrical 
Wholesalers, Contractors, Engineers, 
etc 
RA 
520 N. Ave 


now 


1475 Electrical Wholesaling 


11, 


MANUFACTURER’S 
REPRESENTATIVE 
AVAILABLE 


Relocating to Northwest. 6 success 
ful years of utility management. 3! 2 
successful years of re sional and na 
tional sales to electrical distributors 
and utilities. Financially responsible 
Reply 

RA 1899 Electrical 
68 Post St., 


Wholesaling 
San Francisco 4, Calif 


MFR’S REPRESENTATIVE 
SEASONED STAFF— 
WELL ESTABLISHED CONTACTS 


manutac 


seeks connection with an aggressive 


turer m the construction material or equip 


ment fields + good potential necessary + me 


lighting fixtures + coverage metropolitan 


new york and adjacent area 
RA 2145S Electrical Wholesaling 
PO Bex 12,.N 


Class Adv. Div 


MANUFACTURERS! 


| 
| 


ADVERTISING 


SELLING OPPORTUNITY OFFERED 


supply A apparatus distributer sinc: 


SELLING OPPORTUNITY WANTED 


ntative Available unusually fine 


ELECTRICAL SALES 
MANAGEMENT 


Eastern 
ed energetu 


Established respected manu 
facturer seeks expenene 
dement and knowledge 


Must 


work pre 


man wit sound iw 
electrical 
demonstrated 


customers and ale 


wholesale distribut 
ability 


have 


ductively with smen 


and planning 


factory 


to execute sales policies 
solidit 


tf customer mar 


frequent 


md sive 


and 


P 6902 Electrical Wholesaling 
Class Adv. Div. P.O. Bow 12, WY. 36, WY 


MFR’S REPRESENTATIVE 
WANTED 


Prominent manufacturer of hack 


saw blades and hole saws desires 
ydditional representation itn the 
electrical wholesale trade. We have 


two outstanding items to otter with 
choice territories open. Reply 


some 
to 
Rw 


330 W. 42nd St 


ROB 
DOORS, GATES 


1646 Electrical Wholesaling 
New York 36, N.Y 


load kes only a 
pin RATES DISPLAYED 
in cach | rates 
Dis ewer payment te made in ed An advertising | 
n Send NEW Al yssitied Adv Div tht WHOLE LIN 
in attra ted 
Califor: 
ent ne 
| 
exc 
| nation wide 
| 
A mere glad hander wont de we ar s.: 
looking for 1Ou fividual with 
- character md capacity for wit 
increasing responsibility 
| Write. President 
ae 
| 
C T 
/ 
\\ 
| 
You will receiwe better results from your 
- will state in your copy what territory ter 
| wwe 
| 7041 ORCHARD DEARBORN, MICHIGAN 
123 


co The Box That q 


Is Making Electrical 
Contractors Take Notice! 


* 55-71 


SQUARE BOX 


The Only Drawn Box 
With More K.O.'s On 
The Sides Than Any 
Other Box Available! 


For general installations where 
maximum wiring room is required. 
Depth: 114” of 2%”. Available in 
any arrangement of K.O.'s up to 
1%’. As many as 17 K.O.'s, Wir- 
ing capacities of 30 cu. in. and 42 
cu. in, Hot-dipped galvanized fin- 
ish is many times thicker than ULL. 
and Federal Specifications. Write 
for more complete details 


IN THESE PROJECTS 


Statler Hotels in Dallas, Texas, and 
Hartford, Conn.; Hudson River State 
Hospital, N.Y., Fontainebleu Hotel, 
Miami Beach, Fla; N.Y. Housing 
Authority Bidgs.; Various Military 
Projects,; etc. 
When you have an installation 
problem not covered by our stand- 
ard line, our engineers will design 
special units to your specifications. 


Write tor Our New Catalog. 


129 20th STREET SROOKLYN 32, N.Y. 


Sales Representatives & *Worehouse Stocks 
BALTIMORE, MD. + CHARLOTTE, WC. * *CHICAGO, 
HLL. * *CIMCIMMATI, OHIO * DENVER, COLO. 
ANGELES, CALIF. “MIAMI, FLA. * 
ORLEANS, LA. * WEW YORK, WY. + WEWTOM CENTRE, 
MASS. “PHILADELPHIA, PA. * ROCHESTER, WY. 
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Advance Transformer Co. 73 
All-Steel Equipment, Ine. 

Allen Co., Ine., L. B. 

American Blower Corp. 


American Electric Switch Div. 
of Clark Controller Co. 


Amprobe, A Division of 

Pyramid Instrument Corp. 15 
Anaconda Wire & Cable Co. 38 
Appleton Electric Co. Seeond Cover 
Arro Expansion Bolt Co, 106 


Arrow Conduit & Fittings 
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Atlantic Conduit Fittings Co. 121 


Blackburn Corp., Jasper 69 
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Bussmann Mig. Co. Fourth Cover 
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Champion DeArment Tool Co. 
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Crescent Ins. Wire & Cable Co. 
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Dutch Brand Div., Johns-Man 
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National Electric Products 
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National Price Services 
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Phelps Dodge Copper Products 
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Philadelphia Electrical & Mfg. 
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Pierce Renewable Fuses, Ine. 110 
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Prescolite Mig. Corp 
Progress Mig. Ine. 
Pvle-National The 109 


Quadrangle Mig. Co. 


Rawlplug Ine., The 


Remeon, A Division of 
Pyramid Instrument Corp. 


Revere Electric Mig. Co. 
Ridge Tool Co., The 

RLM Standard Institute Ine. 
Rome Cable Corp. 


Royal Electric Co., Ine. 


Sangamo Eleetrie Co, 

Slater Electric & Mig. Co. 

Square D Company 

Sitoneo Electric Products Co. 

Sylvania Electric Products Ine. 

DPhomas & Betts Co., The 

Poledo Pipe Threading Machine 
Co., The 

Prade-Wind Motorfans, Ine. 

Trine Mfg. Corp. 


United States Rubber Co. 
Universal Clay Prod, Co., The 
Universal Metal Hose Co. 
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Wadsworth Electric Mfg. Co.. 
Ine., The 

Weaver Co.. J. A. 

Western Insulated Wire Co. 

Woodhead Co., Daniel 
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found in all 
the best splices” 


RUBBER COMPANY, 


SINCE 18% 


CANTON MASSACHUSE 


5 
x 
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4 
* Sold 4 
* The most widely used lat the rld 
~ 
. 
60% 
| N C fu 


bulletin 


IF ANY OF YOUR CUSTOMERS USE 
WELDERS... tell them how Chief 
Electrician McColm avoided motor 
burnouts on them. 


Motor burnouts are often a serious problem with mer 
who operate welder 

The briefed up ad alongside indicates how users are being 
told how FUSETRON dual-element fuses can help them 
solve this problem 

By keeping this message in mind when calling on user 
ot welders you can capitalize on the groundwork that 
BUSS advertising is doing to help you turn FUSETRON 
fuses into profits tor ourself and your house 

Remember too, that the FUSETRON Bulletin in your 
binder Mive ou an etlective ales talk to help you close 
the ale 


Bussmann Mfg. Co., St. Louis 7, Mo 
Division McGraw Electric Company 


d by actua@ uid 
foun SES wo 
daual-e e our 
ETRON uts on 
FUS tor Burne 
rminate Mo 
elim 
"7 
e ind 
erect t™ re moun wert 
ahve e phe ‘ me 
4 oats for 17 welding 
sane 
one 
DON ane destroy thon ref 
Se 
. apove 60 cep FUSES! 
G. 
puss” “ St. 


